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New “Agency Builder” 
Program Launched by 
The North America 


Provides for Selection, Training, 
Financing of New Manpower 
For INA Agencies 


PRES’T SMITH GIVES DETAILS 


Explains “This Is a Partnership 
Agreement’’; Both Business and 
Expirations Belong to Agent 


Bradford Smith, Jr., president, Insur- 
ance Co. of North America, announced 
this week a new program, called the 
“INA Agency Builder,” which is designed 
to be of direct assistance for the growth 
and expansion of the American Agency 
System, Briefly, under this plan the 
North America will cooperate with its 
agents, regardless of location, in the 
recruiting, (via aptitude tests) screening, 
selection, training and initial financing 
of new field manpower. 

Mr. Smith emphasized at a press lunch- 
eon on July 24 that the men brought into 
the business as a result of INA’s Agency 
Builder program will be employes of 
the agencies for which they work, not 
of the North America. INA will make 
recommendations as to the final selection 
of manpower, but the decision to hire, he 
emphasized, will be entirely in the hands 
of the agent. 


A Partnership Agreement 


Mr. Smith further explained: “This is 
a partnership agreement; it will be 
carried out in the agent’s own office; the 
business and the expirations will belong 
to the agent, first, last and always. The 
agent will maintain complete independ- 
ence at all times. 

Attending the luncheon was Earl 
Pardue of the Somers-Pardue Agency, 
Burlington, N. C, in which agency the 
INA plan is being put to a test. Mr. 
Pardue testified that the new man in his 
agency, 25 years old, is doing fine. In 
June he went 50 to 75% over his mini- 
mum production requirement. In_ five 
other INA agencies similar Agency 
Builder experiments with the new man- 
power are being conducted. From now 
on it will be available to other INA agen- 
cies on a “first come, first served” basis. 
The plan, in fact, has been tested for 
several years by INA in cooperation with 
a number of agencies. 


Financing 


As to financing, Mr. Smith said that 
INA will reimburse each agency enter- 
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Manhattan Casualty Company 
116 JOHN STREET, NEW YORK 38 
BEekmen 3-2200 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
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FIRE and MARINE ACCIDENT & HEALTH 
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LIFE GROUP ACCIDENT & HEALTH 
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Northwestern Mutual 
Fieldmen Hold Their 
31st Annual Meeting 


President Slichter Says Company 
Has Been Aggressively Fighting 


Problem of Replacement 
SITUATION CAUSES CONCERN 


Believes Control May Result if 
Agent is Required to Submit 
Written Prospectus 


By CLarence AxMAN 


Milwaukee—July 24: In a report before 
the 8lst annual meeting of the Associa- 
tion of Agents of Northwestern Mutual 
Life here, Donald C. Slichter, company 
president, reviewed some of the com- 
pany results and industry trends, the 
most bothersome of which he said is the 
problem of replacement. “Financed in- 
surance—borrow-to-buy, or bank loan in- 
surance has been with us for years,” Mr. 
Slichter said, “but by whatever name 
you wish to call it, in many instances this 
type of selling has accelerated twisting, 
confused the purchaser, and shadowed 
the activity of some home office man- 
agements, brokers and agents. A number 
of you have experienced this vicious, 
half-truth type of competition and we 
have been aggressively fighting this 
trend.” 


Submitting a Prospectus 


Although the problem is a difficult one, 
Mr. Slichter believes that reasonable 
control may result if the agent is re- 
quired to submit a written prospectus to 
his client, to his home office, and to the 
company whose insurance is programmed 
for replacement. 


Concern Over Situation 


Because so many field people, home 
office executives and Insurance Commis- 
sioners are now concerned about this 
situation, Mr. Slichter feels that con- 
structive action will take place. “There 
‘tare over 1,400 life insurance companies 
in our industry,” he said, “and I sup- 
pose we will always have some who at- 
tempt to expand sales by catchy, highly 
promotional, and sometimes unethical 
methods. That has been true over most 
of Northwestern Mutual’s 103 years of 
existence, and to a degree at least, I ‘am 
sure we will have similar problems in 
the future. The best and most effective 
force I know of to make such selling 
unprofitable is vigorous, ethical, com- 
petent competition. And that is where 
we jointly have both an obligation and an 
opportunity. Character, integrity and 
dedication to what is right, and not what 
is merely expedient, are simple principles 
that are the very heart of a NML career 
—the Northwestern Way.” 

Reporting on Northwestern’s produc- 
tion, Mr. Slichter said that sales for the 
12-month period ending in May, were 
$870,673,104, off but .31% from record- 
breaking 1960. Also May was the second 
best May in company history; its $90 
million of sales was exceeded only by 
Grant Hill May, 1959, when sales crossed 
the $101 million mark. In that same 12- 
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You 


new policy 
to add 


MASSACHUSETTS 
MUTUAL 


(popular decreasing term and 
family riders) 








NOW— 


they may be added either at time of issue of a 
basic policy or later — assuming the insured is 
insurable — and this privilege is available for 
adding to all CSO policies — CONVERTIBLE LIFE, 
EXECUTIVE PROTECTION, LIMITED PAYMENT LIFE, 
ENDOWMENTS & RETIREMENT INCOME — 
Regular underwriting. Rates based on age at 
next anniversary of basic policy. 


MRA — Mortgage Retirement Agreement 
FPA — Family Protection Agreement 

FIA — Family Insurance Agreement 

CIA — Children's Insurance Agreement 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD. MASSACHUSETTS * ORGANIZED 1651 
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American Pioneer Life Ins. Co. 


Organized in Orlando, Florida 


The organization meeting of American 
Pioneer Life, newly chartered life insur- 
ance company, was held in Orlando, 
Florida, recently, Walter L. Hays, 
founder, announces. The new company, 
with authorized capitalization of $5 mil- 
lion, divided into two and a half shares 
of $2 par value stock, will be head- 
quartered in Orlando, in the American 

3uilding. The company was formed to 
give complete insurance service to Amer- 
ican Fire and Casualty representatives. 
The new company is a subsidiary of 
American Fire. 

Currently licensed only in Florida, plans 
call for entering the territory of ‘Amer- 
ican Fire—17 states, District of Colum- 
bia, and Puerto Rico. The company will 
operate primarily, but not exclusively, 
through American Fire representatives. 


Company Directors 


Directors of the new company, elected 
by the stockholders, are: ‘ 
Walter L. Hays, Orlando. founder, 


president and director of American Fire 
and Casualty, American Independent Re- 
insurance, American Federal Savings and 
Loan Association, American Mortgage of 
Florida (all Orlando); director of First 
National Bank at Orlando; past president 


of Florida State Chamber of Commerce’ 


and National Association of Independent 
Insurers. 

George S. Bradshaw, Orlando, first vice 
president, treasurer and director of 
American Fire and Casualty, American 
Independent Reinsurance, American Fed- 
eral Savings and Loan Association of 
Orlando, American Mortgage of Florida; 
director of Commercial Bank at Winter 
Park. 

Robert T. Anderson, Orlando, senior 
member of law firm of Anderson, Rush. 
Ward & Dean; director and attorney of 


American Federal Savings and Loan As- 
sociation of Orlando, and American 
Mortgage of Florida; director of Insur- 
ance Company of the South, Jacksonville; 
president of University Club, Orlando; 
executive committee member of the Dio- 
cese of South Florida of the Episcopal 
Church. 

H. R. Cloud, Orlando, 
member of advisory board of Minute 
Maid Co., ‘a division of Coca-Cola Co.; 
director of Coco-Cola Co.; director of 
First National Bank at Orlando; past 
president of Orlando Chamber of Com- 
merce and Orlando Rotary Club. 

Allen C. Grazier, St. Petersburg, part- 
ner in law firm of Grazier & Coit; mem- 
ber of The Florida Advisory Council on 
Education; director of American Fire and 
Casualty. 

Robert R, Guthrie, St. Petersburg, re- 
tired merchant engaged in investments 
and directorates; director of Allied Stores 
Corp.; director of First National Bank 
in St. Petersburg; member of Florida 
Industrial Development Council; past 
director of Florida State Chamber of 
Commerce. 

Albert Roberts, Jr., St. Petersburg, 
general partner in New York investment 
firm of Goodbody & Co., experience in 
banking trust departments, investments, 
stock underwriting, and insurance com- 
pany investments. 

Officers elected by the board of direc- 
tors at their meeting following the or- 


president and 


ganization stockholders meeting, are 
Walter L. Hays, president; George S. 
Bradshaw, first vice president and 


treasurer; Darrell G. Haas, executive vice 
president; Charles E. Hagar. Billy L. 
Hays, Baxter M. Porter, Charles T. 
Williams, Jr., vice president; Mrs. 
Dorothy C. de Noyelles, secretary; and 
Charles W. Eady, comptroller. 


Report of the Commission On 
Money and Credit Merits Study 


A Review by Dr. James J. O’Lzary 


Director of Economic Research, Life Insurance Association of America 


(Continued from last week’s issue) 


Some Recommendations of Special 
Interest to Life Insurance Companies 


the important 
which the Commission’s 
nomic and financial recommendations 
have indirectly for the life insurance 
business, there are only a few recom- 
mendations which bear directly on life 
insurance, as follows: 

(1) The Commission found that “lee- 
way” or “basket” clauses adopted by 
some states to permit limited investments 
not otherwise legal were desirable and 
recommended that other states adopt 
such clauses. 


Despite implications 


general eco- 


(2) “In order to avoid increasing com- 
plications of multiple state jurisdictions” 
the Commission recommended _ that 
“overriding federal charters and regula- 
tion to encourage uniformity of high 
standards should be available to insur- 
ance companies.” In making this recom- 
mendation the report contained the fol- 
lowing reasoning: 

“Life companies are chartered and 
regulated by the several states and 
federal charters are not available. 
Thus life companies are confronted 
with a variety of state laws and reg- 
ulatory practices which sometimes 
favor domestic over out-of-state 
companies. Competition among the 
states to attract and favor domestic 
companies can and has led to lower 
standards. Investment laws, for ex- 


ample, differ among states, and it is 
not always apparent whether those 
of the state of domicile or of another 
state apply in any instance. These 
difficulties have not prevented many 
large companies from doing business 
in most states, although they have 
led to complications. The mainte- 
nance of satisfactory regulatory 
standards, particularly in investment, 
has been preserved by conditions 
which have created a handful of key 
regulatory states, the most impor- 
tant of which is New York. 


“Life companies domiciled in New 
York have a sizeable share of the 
industry’s assets. The price of ad- 
mission to the large New York mar- 
ket has been observance of New 
York’s insurance laws and regulatory 
standards. While this arrangement 
has worked reasonably well over the 
last half-century, the economic 
growth of the rest of the country has 
gradually eroded the importance of 
New York as a key regulatory state.” 
It is interesting to observe that Messrs. 
Nathan and Ruttenberg noted in a foot- 
note hat they would favor compulsory 
Federal chartering of all insurance com- 
panies doing business in more than one 
state. 

(3) The Commission recommended that 
“an appropriate regulatory body” (not 
identified as state or Federal) should be 
given “added responsibilities” over pri- 


. 


vate corporate pension funds and that 
these responsibilities should include the 
power (a) to study and develop appro- 
priate standards of prudence in invest- 
ment of the funds; (b) to enforce such 
standards; (c) to assure periodic dis- 
closure to beneficiaries of the financial 
statement of the funds; and (d) to bring 
suit against malfeasors on behalf of the 
plan participants and their beneficiaries. 

It is perhaps significant that there is 
no comment in the report on the Federal 
income tax levied on life insurance com- 
panies. There are, however, some gen- 
eral observations in other parts of the 
report about the need for equitable tax 
treatment as between the various finan- 
cial institutions. There is no discussion 
Of the wisdom or lack of wisdom in tax- 
ing savings institutions when a prime 
objective is to achieve faster economic 
growth. 


Some Other Significant 
Recommendations 


-The Commission’s report is studded 
with recommendations so that it is im- 
possible to consider all of them in this 
review. However, there are several of 
considerable importance which are out- 
lined here, as follows: 

(1) The Commission recommended the 
continued use of open market operations 
as the “normal or usual” instrument of 
general monetary policy. It held that, 
instead of relying on a “bills-only” pol- 
acy, the Federal Reserve “should be will- 
ing, when domestic or international con- 
ditions warrant, to influence directly the 
Structure as well as the level of interest 
rates in pursuit of countercyclical mone- 
tay policies and should deal in securi- 
tiés of varied maturities.” It further 

ted that “this recommendation does 
not mean a return to a pegged structure 
of -prices and yields for government 
securities,” and “the normal use of open 


“market operations in bills to carry out 


technical and seasonal changes in bank 
reserves is appropriate.” 

~«@the Commission recommendation 
seems to be in line with the type of 
open market operation which the Federal 
Reserve has been pursuing since last 
February. It is perhaps significant that 
Messrs. Ruttenberg and Nathan _indi- 
cated in a footnote that they would have 
preferred the recommendation to have 
said that the Federal Reserve should 
abandon its “bills-only” policy and in its 
open market operations deal in securi- 
ties of varying maturities. 

This recommendation is one that will 
cause concern to those who attach great 
importance to the preservation of mar- 
ket forces in the determination of inter- 
est rates. Departure from “bills prefer- 
ably” has the great danger of exposing 
the Federal (Reserve authorities to undue 
political pressures to resume pegging of 
interest rates. 

(2) The Commission made several rec- 
ommendations with regard to the organ- 
ization of the Federal Reserve Board. 
The most important of these is the one 
which would make the term of the chair- 
man and vice-chairman coterminous with 
that of the President. At the present 
time the chairman and vice-chairman are 
designated by the (President for four- 
year renewable terms, but the term does 
not coincide with that of the President 
except by happenstance. This recom- 
.mendation is obviously a compromise, 
as stated in the report, which “strikes 
a balance in formal status between ten- 
ure at the President’s pleasure, which 
some of the Commissioners would prefer, 
and no change, which other Commis- 
sioners advocate.” The report indicates 
recognition of the need for. maintaining 
independent judgment on the part of 
the Federal Reserve Board. Indeed, 
other recommendatio:s, including one 
for increasing the salaries of board mem- 
bers to encourage men of the highest 
competence, would seem to strengthen 
the board, At the same time, one cannot 
help but be apprehensive that making 
the term of office of the chairman and 
vice-chairman of the board coterminous 
with that of the President would do se- 
rious injury to the ability of the board 
to exercise independent judgment, free 
of political pressures, in controlling the 
money supply, 


(3) Along with the foregoing recom- 
mendation, the Commission also recom- 
mended that the determination of open 
market policies should be vested in the 
board instead of, as at present, in the 
Open Market Committee consisting of 
the board plus five of the twelve Federal 
Reserve Bank presidents. Here again 
this recommendation would eliminate 
some of the decentralization of authority 
in the Federal Reserve System’s control 
of credit which gave added assurance 
that the System would be free of politi- 
cal domination. This recommendation. 
and others of lesser importance, would 
reduce the role of the Federal Reserve 
Banks and would thus lessen the need 
for capable regional bank staffs which 
have been a great source of strength of 
the Federal Reserve System. 

(4) The Commission made a number 
of recommendations with regard to man- 
agement of the Federal debt. One of 
these was that the Treasury should pur- 
sue a program which, over a period of 
time, would lead to a more balanced 
maturity structure for the marketable 
Federal debt. Likewise it recommended 
elimination of the interest rate ceiling 
on U. S. Government bonds with ma- 
turities of 'five years and longer and con- 
tinued experimentation by the Treasury 
with the use of the advanced refunding 
technique. Generally speaking, the debt 
Management recommendations will meet 
with widespread approval. 


The Fiscal Policy 

(5) Perhaps the most controversial 
part of the report is the chapter dealing 
with fiscal policy. Generally speaking 
the Commission’s recommendations 
would seek to obtain greater flexibility 
in Government revenues and expendi- 
tures in the interest of promoting a sus- 
tainable economic growth. The recom- 
mendation likely to attract the most at- 
tention is one to the effect that Congress 
grant the President limited conditional 
power to make temporary countercycli- 
cal adjustments in the first bracket of 
the personal income tax, subject to the 
following qualifications and safeguards: 
(a) the power should be available for use 
only when the President has issued a 
statement that in his judgment economic 
conditions are running significantly coun- 
ter to the objectives set forth in the Em- 
ployment Act (as amended later in the 
report); (b) the range of permissible 
adjustment would be limited to 5 per- 
centage points upward or downward, that 
is, One-quarter of the present 20%; (c) 
the duration of the adjustment should 
be limited to six months subject to re- 
newal by the same process, unless Con- 
gress acts sooner by law to extend or 
supplant it; and (d) the exercise of the 
conditional power by the President 
should be subject to a legislative veto 
by a concurrent resolution of both houses 
of Congress before any tax adjustment 
takes effect. 

(6) In the area of Federal credit pro- 
grams, the Commission made a series of 
recommendations which placed emphasis 
upon loan insurance programs rather 
than programs that establish federally 
sponsored lending agencies. It recom- 
mended continuance of the FHA loan in- 
surance program, as well as the Volun- 
tary Home Mortgage Credit Program. 
It also recommended that the ceiling in- 
terest rates on Government insured and 
guaranteed mortgages be abolished. 
Moreover, it recommended that the Fed- 
eral National Mortgage Association, in 
its secondary market operations, should 
buy and sell mortgages at market prices 
and should not attempt to control their 
prices. Generally speaking, the recom- 
mendations in this area will meet with 
widespread approval. This is not true of 
a suggestion in the report that the FHA 
may be required to undertake a direct 
government lending program to replace 
the VA direct loan program when it 
expires. 

(7) In an excellent discussion of in- 
ternational monetary relations, the Com- 
mission made one controversial recom- 
mendation, along with several others that 
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would be widely accepted. It expressed 
the view that the threat of a crisis about 
the value of the dollar would be greatly 
reduced if it were generally recognized, 
both here and abroad, that all of the 
U. S. gold is available to meet our inter- 
national obligations. The Commission 
therefore recommended elimination of 
the requirement that the Federal Re- 


serve banks hold gold reserves behind 
their note and deposit liabilities. This 
idea has already been advanced by prom- 
inent bankers and seems to be supported 
by the U. S. Treasury. 

(8) Finally, the Commission made sev- 
eral recommendations with respect to 
Government organization and _ coordi- 
nation for achieving the three major 
national economic goals. In general the 
effect of these recommendations would 
be to give the President increased pow- 
ers of leadership and coordination of 
the measures to achieve low level un- 
employment, adequate economic growth, 
and reasonable price stability. 

In conclusion, the report of the Com- 
mission is a highly significant document 
which merits the careful attention of 


everyone interested in a soundly func- 
tioning American economy. There is 
much in this report that can be sup- 
ported strongly by those who believe 
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Bethesda Office Manager 


Continental Assurance announces the 
appointment of Albert C. Fluke as man- 
ager of its Bethesda office, the A. C. 
Fluke Agency. 

Mr. Fluke is a graduate of LUTC and 
attended the 1960 Career Management 
School. Mr. Fluke’s move was from the 
J. J. Nagle Agency, Merrick, N. Y., where 
he was assistant agency manager. 





in a vigorous free enterprise economy. 
At the same time there is a_ serious 
danger that some of the proposals would 
extend too far the control of the Pres- 
ident over the functioning of the econ- 


omy. One very great danger is that 
Congress will be quick to adopt the more 
politically appealing recommendations 


and to ignore the many sound recom- 
mendations which have little political 
appeal. The greatest weakness of the 
report is that much of the discussion and 
many of the recommendations are the 
product of compromise of extreme views 
Some vital issues were not dealt with 
satisfactorily because of the inability of 
the Commission to find grounds for rec- 
onciling divergent views. In spite of 
this, the report is a useful document for 
sharpening many issues of significance. 


Is Your Client’s Security 
Being Imprisoned? 


Provident Mutual Issues 


Income Protection Policies 
Provident Mutual is introducing new 
income protection policies. The policies 
are non-cancellable and guaranteed re- 
newable to the insured’s 65th birthday. 
Among the significant features of these 
new policies are: additional maximum 
benefit periods for sickness—including 
“to age 65” for males; wider range of 
elimination periods—up to 180 days now 
available with both long and short term 
policies; greater availability of optional 
benefits—including partial disability for 
accident only, and (on long term poli- 
cies); partial disability for accident and 
sickness ; a principal sum death benefit 
included in the accident income policy 
and optional on all other forms; a more 
liberal definition of total disability; 
waiver of premium throughout the entire 
period of disability even though disability 
lasts longer than the benefit period; and 
refund of unearned premiums at death. 
A new rate structure provides reduced 
premiums in most areas. The company 
has also issued a new and expanded oc- 
cupational classification listing which 
contains more liberal ratings for many 
occupations. 
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Are the BARS of old-fashioned company underwriting stopping your 
clients from getting life insurance because their previous or current 
medical history is poor? The marvelous advances in medical science, 
combined with the wonders of new actuarial research, have brought 


lower cost life insurance to previously rejected or rated men and women. 


We represent America’s exclusive insurers of substandard risks life 
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insurance, which provide mortality up to 2,000%. To alert agents and 
brokers this means a specialization that will produce more commissions 
and substantial premium savings for your policyholders. Best of all, we 
guarantee that regardless of what rated offer you may receive from other 


companies, we will underwrite the same policy at two tables less. 


We invite agents in ALL states, in fact, urge you, to inquire about 


our substandard facilities 





NO MINIMUM SIZE POLICY REQUIRED 


Alfred E. Smith O’Neill Company, Inc. 


7228 Whitaker Avenue, Philadelphia 11, Penna. 
Telephone: RAndolph 5-5100 (Phila. Area Code—215) Collect Calls Accepted 





Home Life Director 


The election of Dr. R. Miller Upton to 
the board of directors of Home Life of 
New York was announced by William P. 
Worthington, chairman. Upton is 
president of Beloit College, Beloit, Wis, 

A director of the Beloit State Bank, 
Dr. Upton last year was chairman of the 
Wisconsin Continuing Revenue Survey 
Commission, which prepared far reaching 
tax reform recommendations to the State 
Legislature. He has served as president 
of the American Finance Association, 
Council of Protestant Colleges and Uni- 
versities and the Wisconsin Association 
of Presidents and Deans of Liberal Arts 
Colleges. 

Dr. gir and s career in education started 
in 1940 when he served as instructor of 
economics at Lake Forest College. In 
1944, he joined the faculty of North- 
western University as assistant in eco- 
nomics and became assistant professor of 
finance in 1948. He joined the staff of 
Washington University in St. Louis in 
1950 as associate professor, becoming 
dean of the School of Business and Pub- 
lic Administration in 1951. In 1954. Dr. 
Upton was named president of Beloit 
College. 


Promote Allen and Morton 

Promotion of Howard D. Allen and 
E. James Morton to associate actuaries 
has been announced by the John Han- 
cock. 

Mr. Allen is a graduate of Harvard 
College and joined the John Hancock as 
an assistant actuary in 1957, after pre- 
vious actuarial experience with Pan- 
American and New York Life. 

Mr. Morton has been associated with 
the John Hancock since 1949 when he 
joined the company as an actuarial stu- 
dent, following his graduation from Yale 
University. He became a fellow of the 
Society of Actuaries in 1957 and_was ap- 
pointed assistant actuary in 1958. 


Northwestern Mutual 


(Continued from Page 1) 


month period, NML’s total insurance in 
force increased by over half a billion 
dollars. Over the past decade the com- 
pany’s insurance in force has been in- 
creasing at a rate of over 5% per year, 
and in recent years the rate is closer to 
6%. 
Six Months Report 


Results for the first six months of this 
years in both insurance and investment 
operations continue to be very satisfac- 
tory, Mr. Slichter said, and compare 
favorably with the same period of last 
year. Mortality at 43.5% is a shade bet- 
ter than a year ago. Lapses and surrend- 
ers are up slightly. Gains were also re- 
ported in investment income and the 
mortgage ‘and security investment de- 
partments each developed a strong vol- 
ume of business at satisfactory rates. 
Mortgage department authorizations for 
each of the past 20 months have been 
made at yields of better than 6% and the 
securities department has done almost as 
well, For the first six months of this 
year $202 million new mortgage and se- 
curity investments were made at an aver- 
age yield of 5.82%. (If common stock is 
excluded, new investments amount to 
$191 million at 5.93%). At the end of June 
the total rate earned on all investments 
after all expenses, except income taxes, 
was 4.34%, which is a gain of .07% since 
January, or to translate this into dollars, 
this increase means an annual gain in 
investment income of nearly $3 million. 

“Conversion to electronic data process- 
ing,” Mr. Slichter said, “continues to 
move forward smoothly, We now have 
43% of our policies converted in 45 gen- 
eral agencies, and 15,000 policies are cur- 
rently being converted each week; our 
second IBM 705 is in operation and we 
expect delivery of the much more power- 
ful IBM 7080 computer in the first or 
second quarter of next year. We will 
then have ample capacity to convert all 
policies.” 
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Laurence F. Lee Dead at 72 


LAURENCE F. LEE 


Laurence F. Lee, chairman of Peninsu- 
lar Life Jacksonville, and Occidental Life 
of Raleigh, N. C., died recently at his 
summer home in Canada at age 72. He 
was also a former president of the United 
States Chamber of Commerce and was 
one of the organizers of the Institute of 
Life Insurance. He served as president of 
American Life Convention in 1944. 

Mr. Lee was the first white boy born 
in the western part of Colfax County on 
the Colorado border of what was then 
the territory of New Mexico. Later his 
family moved to Albuquerque and he re- 
ceived a degree from the University of 
New Mexico. He sold policies during his 
college days to help meet his expenses. 

Although Mr. Lee obtained a law de- 
gree from Yale in 1913, he had qualified 
for admission to the New Mexico Bar 
at the end of his second year in school. 
He was retained as general counsel by 
two of the banks in Albuquerque and 
other clients, including Occidental Life. 
He was named its president in 1927, 
serving until 1956, when he became chair- 
man. . 

Mr. Lee married Eileen McMillen. 
They had two daughters, Mrs. Lawrence 
A. Long and Mrs, J. B. Headley, and a 
son, Laurence F. Lee, Jr., president, 
Peninsular Life. 


Term to..75 
5..Yr. Reducing Term 
5 & 10 Yr. Renewable 


10, 15, 20, 25, 30 Yr. 


Yr., 20 Yr. 















uide to More Commissions 


STILL THE HOTTEST TERM LINE 


5 & 10 Yr. Non-Renewable & Non-Convertible 
*Level Multiple Protection Rider—Up to 500% of Basic Policy 10 


**Income Continuance Rider—Up to $50 per mo. per $1000 Basic 
Policy—10 through 20 Yrs.—to age 65 and 70 


Dr. Norman J. Scheibling 


Joins Jefferson Standard 


Dr. Norman J. Scheibling, a native 
of Ancram, N. Y., joined the staff of 
Jefferson Standard Life as assistant 
medical director and a junior officer of 
the company. He will be associated with 
Dr. Van W. Gunter, medical director, in 
the company’s new business department. 

Dr. Scheibling has just completed two 
years of service with the Air Force at 
Griffiss AFB, Rome, N. Y., with the 
rank of captain. He completed high 
school in Mount Vernon, N. Y., and is 
a 1953 graduate of Yale University. 

Receiving his medical degree from 
Temple University Medical School, 
Philadelphia, in 1957, Dr. Scheibling in- 
terned for a year at Albany Medical 
Center and worked in pediatrics for a 
year at the University of Mississippi 
Medical Center, Jackson. 


Bankers of Iowa Names Two 


New Group Representatives 


Two new Group representatives have 
been named by the Group sales depart- 
ment of Bankers Life of Des Moines. 
They are K. E. Fridrich, Des Moines and 
William A. Burke, Indianapolis. 

Mr. Fridrich will be associated with 
Charles DeWinter, regional Group man- 
ager, and Dean E. Showers, assistant 
regional Group manager, in his new 
capacity. He has been working in the 
home office Group sales department for 
the past five months and previously had 
two years sales experience. 

r. Burke, in his new capacity, will be 
associated with Frank H. eisman, re- 
gional Group manager in Chicago. He 
joined Bankers Life last month, has had 
over two years of Group sales experience. 


Republic National Life 
Names Hilton Gen’l Agent 


Lyle Hilton has been named general 
agent to represent Republic National 
Life, Dallas, in the Albuquerque, N. M., 
area according to H. R. Hunke, vice 
president and agency director. 

A graduate of Gila College, Mr. Hilton 
began his life insurance career 27 years 
ago when he entered the industry as an 
agent. He was later advanced to agency 


management positions and for the past 13 
years led his company’s leading agency. 
He is active in the Albuquerque Stake 
High Council of the Latter Day Saints 
Church and is a past member of the 
Optimist Club. 


& Convertible 
Mortgage Protection 


to Age 70 


For Service 


Contact Your General Agent or 


STANDARD SECURITY LIFE INSURANCE CO. OF NEW YORK 
111 Fifth Avenue, New York 3, N. Y:— Tel. AL 4-0510 








Audie Succeeds Smith at 
Hartford for Colonial 


Appointment of George E. Audie, CLU, 
as resident superintendent in Hartford 
for Colonial Life of America was an- 
nounced by W. Thomas Fiquet, vice 
president, Ordinary agencies, He suc- 
ceeds Donald J. Smith, who is being 
transferred as resident superintendent 
of Colonial’s Shrewsbury, N. J. office. 

Mr. Audie is a graduate of Fishburne 
Military Academy and attended Washington 
and Lee and John Hopkins Universities. He 
began his insurance career as an agent 
in 1953 with the Gilbert V. Austin 
Agency of Aetna Life in Brooklyn, In 
1956, he joined Lee Nashem Agency in 
New York and later became unit super- 
visor of the Glenn G. Geiger Agency of 
New England Life. He was responsible 
for developing a successful unit which 
led the agency. Subsequently, he became 
director of sales. 


American Nat’! Promotions 


Three promotions in the home office 
agency department of American National 
ordinary sales ie have been 
announced by R. A. Furbush, executive 
vice president. 

Adolph M. Jockusch has been named 
assistant vice president and superintend- 
ent of. Ordinary agencies. Mr. Jockusch 
has previously been assistant vice presi- 
dent and secretary of Ordinary agencies. 

Tyson Payne, formerly agency assistant 
in the Ordinary agency department, has 
been promoted to assistant superintend- 
ent of Ordinary agencies. 

Mrs. Beatrice Catoe has been elevated 
from assistant secretary of Ordinary 
agencies to the position of secretary of 
Ordinary agencies. 


K. C. Life’s Record Sales 


A May volume of_ $18,758,307 broke all 
records in Kansas City Life. The previ- 
ous all-time high for May production 
was $18,282,770. established in 1957. 
Written volume in May of last year was 
$17,230,864. 

In commenting on the new record, W. 
E. Bixby, president. said, “not only did 
we exceed last May’s production by 
nearly 10%, but our agency organization 
had the largest May business of any May 
in the company’s 66-year old history. 

“The previous record had been estab- 
lished in 1957, when a special company- 
wide drive was conducted,” Mr. Bixby 
continued, “This year, with no contest or 
company campaign, the previous all- time 
record was exceeded by almost $500,000.” 


Home Life of New York 
Ordinary Records Set 

JUNE SALES OVER $19 MILLION 

Increase for First Half is 7.1%; Group 


And Health Sales Increases: Oshin 
Agency Company Leader 








New records for Ordinary sales were 
established for June and for the first 
half of the year by Home Life, New 
York. In addition, new Group business 
showed a substantial increase over the 
corresponding periods last year. 

June Ordinary sales amounted to $19,- 
944,000, topping the previous Home Life 
record for that month, set in 1959, by 
over a million dollars. For the first six 
months of 1961. Ordinary sales totaled 
$109,560,000 a 7.1% increase over last 
year’s first half and a new record for 
any half year period in Home Life’s 101- 
year history. 

Group, Health Gains 


Large increases in sales also were 
achieved in Home Life’s Group life and 
health insurance operations. Group life 
volume paid-for during the first six 
months was $20,834,000, 61% higher than 
during the corresponding 1960 period. 
Total Group premium from new life and 
health insurance business showed a 67% 
rise over the first half of 1960. 

The record amount of Ordinary new 
insurance written during the first half 
of the year, coupled with low mortality 
and lapse rates, produced a, six month 
increase of over $67 million in Ordinary 
insurance in force. Group insurance in 
force rose during the six-month period 
to $451,688,000, bringing Home Life’s 
total life insurance in force to $2,316,449,- 
000 as of the end of June. 

The Oshin agency in New York led 
Home Life’s agency organization in com- 
bined Ordinary-Group production both 
for June and for the year-to-date. The 
agency is managed by Clarence Oshin, 
CLU, and Louis Loft, 

The leading field underwriters in com- 
bined Ordinary-Group production were 
Milton A. Laitman, CLU, (New York- 
Oshin) for the month of June, and John 
A. Packal, CLU, (Cleveland) for the first 
six months of the year. Carl Salland, 
of the Baltimore district Group office, 
led Home Life’s Group field organization 
both for June and for the year-to-date. 


APPOINT HARVEY DRAKE 
Appointment of Harvey Drake of 
OklaHoma City to serve as field super- 
visor for Lincoln Liberty Life in Okla- 
homa his been announced. by John H. 
Coffman, vice president and agency di- 
rector. 





not a big, big writer. 


insurance. 


York 38, N. Y. 


STOP — LOOK — LISTEN! 


Somewhere in Greater New York there is a young life 
insurance producer with “growing pains” who revels in writ- 
ing business, pounding pavements, etc., even though he’s 


We want to talk to this man and hope he has some 
knowledge of brokerage business. If he measures up to our 
standard — a willingness to work hard and make money — 
he has a bright future in store. 


- Ours is a midtown New York agency, representing one 
of America’s finest life companies writing all kinds of life 


For details of this challenging opportunity, address Box 
2932, The Eastern Underwriter, 93 Nassau Street, New 
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Ohio National Appoints 
Du Plessis and Richey 


Ohio National Life has announced the 
appointment of Alfred E. Du Plessis to 
the post of assistant methods director of 
the company and the addition of Jack A. 
Richey to its underwriting staff. 

Mr. Du Plessis, a native of Connecticut, 
is a graduate of the University of Penn- 
sylvania’s Wharton School of Finance, 
where he majored in insurance and won 
the Joseph Wharton Medal for Research 
in Insurance. 

With more than a quarter-century of 
professional experience, he has served 
as executive assistant for Guardian Life, 
expense analyst for Metropolitan Life, 
assistant planning supervisor for Mutual 
Life, all in New York. After service 
during World War II as a methods con- 
sultant in the office of the Quartermaster 
General, he continued life insurance ex- 
perience as director of planning for 
Provident Life and Accident in Chat- 
tanooga and, from 1948, was secretary 
of the methods and planning and data 
processing departments of The Travelers 
in Hartford. 

Mr. Richey, a native Cincinnatian, is a 
graduate of the University of Cincinnati. 
He went directly from college into the 
life insurance profession as an under- 
writer for Union Central Life, most 
recently as senior underwriter. 


Home Oil Bonds Bought 
By MONY and Prudential 


Home Oil Co. Ltd., of Calgary, has sold 
$14 million of secured bonds to two large 
United States insurance companies. The 
Prudential took $9.8 million of the bonds, 
and Mutual Of New York took $4.2 mil- 
lion. 

Proceeds of the bonds, which are due 
in 1976, will be used to retire bank debt 
and to increase working capital. Home 
Oil explores for and produces crude oil 
and natural gas in Canada and has in- 
terests in natural gas processing plants 
and pipe lines. 


MONY Promotes Three on 
Home Office Sales Staff 


Mutual Of New York has promoted 
three members of the company’s home 
office sales staff. They are L. T. Noel, 
James A. Shea and Paul B. Willson. 

Mr. Noel has been named to the newly- 
created post of project coordinator for 
sales. He was formerly superintendent 
of agencies for field administration. Mr. 
Shea succeeds Mr, Noel as superintend- 
ent of agencies. 

Mr. Willson has been promoted to 
superintendent of agencies for sales de- 
partment administration. 


a emmuianiall 
MARIS...JOE SALESMAN'S AIDE de CAMP 
el 





“Dear Boss. . 
And hooray for the Ladies’ Specials you wrote that made it possible. 
See you in two weeks with more leads. Marie.” 


Hooray for your eres m having a great vacation. 


Anico’s ME62 is a special low-cost protection plan for women. All 


premiums are guaranteed back at age 62, or an annuity at age 65. 


This “no cost” protection (premiums are way under male rates) is 


a spectacular seller in Anico’s line of competitive specials. (Top 


commissions and vesting.) 


in SuURANCE 


HOWE OFFICE 





GALVESTON, TEXAS 








Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
inquiries will receive prompt, confidential replies. Address: Coordinator of Sales. 
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Bernard Bergen Agency 
Appointed By U. S. Life 


LOCATED AT ONE LIBERTY ST. 





Progressive Life Agency Now Has More 
Than $100 Million in Force; Over $12 
Million Paid This Year 





The Bernard Bergen Agency has been ap- 
pointed general agent for United States 
Life, it was announced by Gordon E. 
Crosby, Jr., vice president and director of 
agencies. 

The well-known New York Agency, 
located at 1 Liberty Street, has been 
associated with Mutual Trust Life of 
Chicago for the past 15 years and has 
been that company’s leading agency since 
1951. Thus far in 1961, the agency has 
paid for $12,400,000 of life insurance, and 
its producers have earned over $185,000 in 
first year commissions. The agency now 
has more than $100 million of life insur- 
ance in force. 

Superior Broker Service 

One of New York’s most progressive 
life insurance sales organizations, the 
Bernard Bergen Agency is prominent 
for its superior broker service program 
and its outstanding group of full-time 
life insurance producers. It has long 
offered facilities for estate planning, 
business insurance planning and pen- 
sion trust selling. Now, as general agent 
for United States Life, the agency will 
also be able to offer accident & health 
and Group coverages, in addition to the 
company life portfolio which includes 
guaranteed cost as well as participating 
life insurance. 

Among the outstanding features of the 
agency is its regular training and educa- 
tion program. This consists of two inter- 
mediate training courses for brokers ez uc h 
year and the “Monthly Round Table,” a 
series of seminars conducted on a more 
advanced level. Early this fall the agency 





Facts about our 
PENSION and PROFIT 
SHARING PLANS 
@ High Limit Guaranteed Is- 
sue According to Formula 


@ Full Commissions on Guar- 
anteed Issue 


@ Par and Non-Par Plans 


Call us for more details 
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BERNARD BERGEN 


will hold its 24th intermediate course and 
another early in 1962. 
Founded Agency in 1946 

3ernard S. Bergen, who founded the 
agency in 1946, is widely recognized as 
an authority on brokerage development. 
During the last several years, he has lec- 
tured frequently and written numerous 
articles on the subject. One of these 
articles, “Building with Brokers,” au- 
thored for LIAMA’s Managers Magazine 
in 1959, won him an award for the article 
of the year. He was a founding member 
of the Brooklyn branch of the Life Un- 
derwriters Association of the City of New 
York. He has been very active in the 
many life insurance education and train- 
ing programs offered in this city. Mr. 
3ergen taught life insurance courses in 
the Brooklyn Academy. He was on the 
faculty of the agent’s training course of 
the Life Underwriters Association. He 
has conducted both Part I and Part II 
of the LUTC and was a pilot instructor 
of the accident & health LUTC. He was 
chairman of the board of the Life Un- 
derwriters’ Association and is a former 
officer of the Life Managers’ 
tion. 

Other members of the agency staff 
responsible for the supervision and direc- 
tion of its many facilities include Earl 
Adler, agency manager, who supervises 
training and sales; brokerage manager, 
Harold Bresnick; brokerage supervisor, 
Bernard Kooper; Mollie Kaye, CPS, ad- 
ministrative assistant; and office man- 
ager, Jule J. Roseman, CLU. Matthew 
Bergen also acts in a supervisory capa- 
city, and Stephen Gutmann is in charge 
of the statistical department 

in his announcement, Mr. Crosby said, 

3ernard Bergen’s recognition of the 
value of training and education to the 
life insurance industry has earned him 
a position of high regard in the indus- 
try. This, coupled with his sales ability, 
has contributed heavily to the success 
of his agency. We fully expect that 
the services, portfolio and training pro- 
grams offered by the United States Life 
will further stimulate and implement the 
agency’s outstanding growth pattern.” 


Ass« cla- 


Berkshire Names Northrup 


Syracuse General Agent 
Appointment of Frederick B. North- 
rup, Jr. as general agent in Syracuse, 
N. Y. for Berkshire Life has been an- 
nounced by George D. Covell, CLU, first 
vice president, sales. 

Mr. Northrup, a 1941 graduate of the 
Wharton School of Finance and Com- 
merce, began his insurance aoe in 1941 
as an examiner for the New York State 
Department. He has been a leading pro- 
ducer for Mutual B enefit Life since join- 
ing that company as an agent in 1946 
In 1952 he first qualified for Million 
Dollar Round Table, is now a life mem- 
ber of that organization and a 13 year 
winner of the National Quality Award. 
He is a past president of the Syracuse 
Life Underwriters Association. 


SENTRY ea DIRECTOR 

F. E. Gehin, D. has been named 
medical ee." a Sentry Life it was 
announced by James P. Jacobs, president 
of the Hardware Mutuals—Sentry Life 
group of Stevens Point, Wis. 
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Mutual Benefit Life Reaches All-Time 
High With 175 CLU Representatives 


10 MBL Agents Receive Designation; ~ 
4 Earn CLU Agency Management Diploma 


Mutual Benefit Life agents, through the 
years, have acquired the stature and repu- 
tation of true professionals. They have 
done this in many ways: complete knowl- 
edge of their product, its relation and 
value to their clients’ way of life, expe- 
rience in related fields such as finance, 
taxes, law, and estate planning, among 
others. Attesting their enviable standing 
in the insurance field is the fact that 175 
Mutual Benefit Life agents have attained 
the coveted CLU designation. 

Fourteen MBL agents successfully com- 
pleted the 1960 examinations of the Amer- 
ican College of Life Underwriters. 

The ten Mutual Benefit Life represent- 
atives who achieved the CLU designation 
are: Atlee I. Beagle, Oklahoma City gen- 
eral agent; Hal W. Dale, Jackson general 
agent; Bernard E. Goldberg, Hempstead; 
Irving Grody, Los Angeles; Dorothy E. 
Montgomery, Chicago-Wilson; Robert R. 
Clevenger, Houston; Walter A. Sivek, 
Newark home office; John H. Teasdale, 
Albany; Raymond J. Wagner, Pittsburgh; 
and Robert R. Rose, Washington. 

Three general agents, Charles L. Doane, 
CLU, of Omaha; Alfred J. Lewallen, CLU, 
of Miami; Fort A. Zackary, CLU, Wichita, 
plus Russell W. Gentzler, CLU, of Omaha 
completed management examinations and 
received CLU Agency Management 
diplomas. 


11% of MBL Field Force Now CLU 


The new additions to the CLU ranks bring 
Mutual Benefit Life representation in the 
titled roster to 11% of the field force. 

The reason for this impressive total is 
obvious: Mutual Benefit Life personnel 
have always appreciated the value of the 
CLU program. It is both an important 
prestige builder and a means of gaining 
the knowledge which will enable the life 
insurance man to do a better job. 

John H. Ames, CLU, president of the 
Mutual Benefit Life Chartered Life 
Underwriters Association, recently wrote 
in the MBL monthly field magazine that 
“the knowledge gained from CLU studies 
enables the insurance agent to do a more 
thorough job in serving his clients.” 


Source of Higher Income 


“The underwriter can expect a higher, 
more consistent volume of business and 
will thereby be better able to provide for 
himself and his family,” he said, 


“Familiarity with the rate book is not 
enough ...an agent needs knowledge of 
financial, legal and sociological considera- 
tions...other media of savings and invest- 
ment...employee benefit plans...wills... 
and various insurance plans. 

“CLU study... provides the life under- 
writer with a broad understanding of im- 
portant phases of life insurance and re- 
lated fields of knowledge, and improves 
his practical ability to apply this knowl- 
edge to the advantage of the buyer of life 
insurance,” Mr. Ames said. 

With so high a percentage of agents on 
the CLU membership list, it is no wonder 
that the average MBL policy sold last year 
was $15,459 , with commensurate high 
commissions. 





Brokers Continue to Consider 
MBL for Surplus Business 


Brokers like to do business with MBL. Their 
reasons, as extracted from their comments and 
letters, are: 


1. MBL is easy to do business with. 


2. Counseling service is just a phone call 
away, and local agencies are ready to help be- 
fore, during and after the sale. 


3. Very liberal income options and flexible 
agreements assure satisfactory programs. 


4. The high early year cash values protect my 
policyholders in time of emergency. 


5. The integrity of the Company is without 
parallel, and I need that when it comes to pro- 
tecting my top quality clients. 

6. Promotion and merchandising ideas are 
tops and always available. 


7. The Disability Income contract is unique 
in the business. 


_ 8. The Company underwrites profitable life 
insurance, giving me more income. 


9. The broker’s contract is vested, which guar- 
antees my renewals. 


10. The Company is nationally known and 
readily accepted by the public. 





CAREER AGENTS’ EARNINGS 
AVERAGE $14,077.83 

An earnings survey of Mutual Benefit 
Life career agents revealed an average 
income of $14,077.83 in 1959. This 
' group comprises production honor. roll 
qualifiers with two or more years of 
Company service. 10% of this group 
earned over $25;0003°23% made be- 
‘tween $15,000 atid $25,000. ~ 














MUTUAL BENEFIT LIFE ROSTER 
INCLUDES RECOGNIZED AUTHORS 


Many Mutual Benefit Life members over 
the years have shared their experience and 
knowledge with the whole institution of 
life insurance. Some are authors of re- 
cently published books. Many are famous 
in the insurance field. And, since a com- 
pany is known by the people it keeps, 
Mutual Benefit Life is doubly proud of 
their dual success. 


Bill Earls, CLU, MBL 
general agent in Cincin- 
nati since November 
1950, has led all the com- 
pany’s agencies in seven 
years and won 19 MBL 
awards. Bill Earls’ book, 
Million Dollar Profiles, is Bill Earls 
an intensive study of top 
members of the Round Table. He reveals 
their methods, techniques, work habits, 
organization and dedication — with the 
outlook of one who has a long record of 
MDRT qualification. 





Author of hundreds of 
articles and several books 
is Solomon Huber, CLU, 
Mutual Benefit Life gen- 
eral agent in New York 
City since August 1947. 
The Huber agency has 
won seven MBL awards, 
including the President’s 
Trophy and the New Organization Award 
(twice). Mr. Huber’s latest book is 
Estatology, a complete treatise on estate 
planning procedure, published this year 
by Estatology, Inc. In 1959, Mr. Huber 
published the Estate Planner Reader. He 
has also co-authored Writing and Selling 
Business Insurance, published by the Uni- 
versity of Illinois. 


oe ve 


oe. am 
Solomon Huber 


Mildred F. Stone, 
CLU, staff assistant to 
the president, joined the 
company 35 years ago. 
Among her works are A 
Short History of Life In- 
surance, published by 
Insurance Research and sitiemaae 
Review Service, and Mildred F. Stone 
Better Life Insurance Letters, published 
by National Underwriter Company. Miss 
Stone is also the author of Since 1845, a 
comprehensive history of the Company, 
published by Rutgers University Press. 
Her latest book is The Teacher Who 








Changed an Industry, a biography of Dr. . 


S. S. Huebner, a definitive study of the 
legendary pioneer of insurance educators, 
published in 1960 by Richard D. Irwin, Inc, 
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Promote A. H. Forsythe, Jr. 


Albert H. Forsythe, Jr., has been 
promoted to assistant Group actuary at 
the John Hancock. An alumnus of 
Haverford College and a graduate of the 
University of Chicago, Mr. Forsythe has 
been associated with the Hancock since 
1951. He became an associate of the 
Society of Actuaries in 1957, and a fellow 
of the Society in 1960. 

Mr. Forsythe is a member of the 
Boston Actuary’s Club and has served 
as an instructor for examination candi- 
dates in the Society of Actuaries for the 
Boston Area. 


APPOINT D. B. HADDON 

Bankers Life of Nebraska has an- 
nounced the appointment of Douglas B. 
Haddon as general agent in Bakersfield, 
Cal. Mr. Haddon goes to Bankers Life 
after a long and successful career with 
The Prudential. After three years as an 
agent, he served as staff manager in 
3akersfield for nearly 12 years. 

Born in Madison, Wis., Mr. Haddon 
received his education at the University 
of Wisconsin. From 1942 to 1946, he 


served in the Coast Guard. 





CUT OUT AND SAVE... {T'S WALLET-SIZE 
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! Extra Values for | 
! Sub-standard Cases} 
i 
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§ Your sub-standard case may be eligible 
g to get insurance with his entire premi- 
um earning cash values and dividends! 
t Get the facts on our “years-to-age rat- 
ings”—now available—to help you offer § 
a hard-to-ignore extra selling (and 
g. Service) value to your rated cases. 


Specific informa- 
tion and illustra- | 
tions are yours for t 
the asking...all 
backed by the fj 
reputation of one 1 
of the great old- 
| line companies in 
the world. i 
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s close to you as your telephone J 


att Jaffe Associates, Ltd. | 


431 FIFTH AVENUE, N.Y. + MU 4-5779 § 

General Agents i 
j The Canada Life Assurance J 
{ Company, Toronto,Canada Jj 
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Accidents Take 9,000 
Canadian Lives Yearly 

METROPOLITAN LIFE REPORT 

Accidents by Far the Leading Cause of 


Death Among Children and Young 
Adults in Canada 








Accidents currently are responsible for 
the loss of more than 9,000 lives a year 
in Canada, it is reported by statisticians 
of Metropolitan Life. 

This is equivalent to an accident death 
rate of 54 per 100,000 population com- 
pared with the rate of 52 per 100,000 
recorded in the United States. Taking 
a relatively large toll at every period of 
life, accidents are by far the leading 
cause of death among children and young 
adults in Canada. 

The Canadian motor vehicle accident 
death rate, 21 per 100,000 population, is 
about the same as that of the United 
States. Two out of every five males 
killed in accidents sustain their injuries 
in motor vehicle mishaps; among females 
the proportion is one in three. Most of 
these fatalities occur among passengers 
or operators of automobiles. In addition, 
each year a number of young bicyclists 
are fatally injured in collisions with 
motor vehicles, the statisticians said. 

Falls, largely concentrated in the older 
age groups, account for the second high- 
est number of accidental deaths. A re- 
cent study by the Dominion Bureau of 
Statistics revealed that most fatal falls 
happen in the home, and that many of 
them occur among elderly persons simply 
walking about the house. 


Drownings, apart from those in water 
transportation, take more than 900 lives 
a year in Canada, or 5.5 per 100,000 
population. This is nearly twice the death 
rate in the United States. 

Other important causes of accidental 
death in Canada include fire and burns, 
poisons, firearms, and accidents involv- 
ing machinery, the Metropolitan statis- 
ticians concluded. 


Louisville Agency Manager 
For State Mutual Life 


Irving H. Shaw has been named man- 
ager of the State Mutual Life Assurance 
agency in Louisville. 

Mr. Shaw entered the life insurance 
business with State Mutual’s Charles G. 
Bethea agency in Atlanta in 1957. Since 
1959 he had been the manager of the 
Shenandoah Life’s Atlanta agency. He 
is a graduate of LIAMA School in 
Agency Management. 

Born in New York City, Mr, Shaw 
served in the Navy during World War 
II, then attended Brooklyn College. Un- 
til 1956 he was sales manager of the Key- 
stone Manufacturing Co. then was self- 
employed for a year as a manufacturers’ 
representative. 


Public Service Award 
NALU Meeting Feature 


DENVER PUBLISHER TO SPEAK 
Scheduled for Thursday Noon on Sep- 
tember 28; Institute and NALU 


Are Co-sponsors 





The value of life underwriter associa- 
tion leadership and cooperation in com- 
munity activities will be highlighted at 
a Public Service Award luncheon, during 
the 1961 annual convention of the Na- 
tional Association of Life Underwriters 
in Denver, September 24-29. 

The luncheon, scheduled for Thursday 
noon, September 28, is an NALU annual 
convention innovation. It will honor 
those local and state life underwriter as- 
sociations chosen by a panel of judges 

eas 1961 Public Service Award winners. 

NALU and the Institute of Life Insur- 
ance are co-sponsors of the Public Serv- 
ice Award program. 


E. Palmer Hoyt to Speak 


Featured speaker at the luncheon will 
be E. Palmer Hoyt, editor and publisher 
of the Denver Post, whose extensive 
participation in organizational, local, 
state, and national affairs reflects the 
philosophy of the Public Service Award 
program. 

Mr. Hoyt is a native of Illinois and a 
graduate of the University of Oregon 
School of Journalism. After an out- 
standing newspaper career in Oregon, 
he was named editor and publisher of 
The Denver Post in 1946 


Launched in 1956 


The Public Service Award program was 
launched in 1956 by the Institute of Life 
Insurance and NALU to encourage local 
life underwriter associations and _ their 
membership to take an active role in pro- 
moting worthwhile community projects. 
The Institute and NALU provide the or- 
ganizational pattern and the stimulation to 
keep the movement alive and growing. 
Dr. Louis I. Dublin, recently-retired 
health and welfare consultant to the 
Institute, gave the program his personal 
attention and leadership during its first 
four years. The awards are now pre- 
sented in his honor. 


The PSA Program seeks also to recog- 
nize the accomplishments of local as- 
sociations by awarding plaques each year 
to the four associations whose com- 
munity projects are deemed the most out- 
standing within their size categories. 
These commemorative plaques and cer- 
tificates for runners-up associations are 
officially presented during the NALU 
annual convention. The four major award 
winners are then honored at public 
dinners sponsored by the Institute: and 
NALU in their home communities. 

That it is highly-regarded by the 
American business community is_indi- 
cated by the presentation of The Cham- 
ber of Commerce of the United States 
1961 National Recognition Award to 
NALU and the Institute. 


Prudential Wins Contract 


On July 25, The Prudential of Newark 
was awarded a Major Medical insurance 
contract for 30,000 state of New Jersey 
employes. The Prudential was lowest of 
six bi , according to Mrs. Katherine 
E. White, acting state treasurer. 

The Prudential’s estimated annual pre- 
mium will cost the state of New Jersey 
$371,880 and the employes’ share will be 
$380,160, according to Byron Wright, an 
actuary for the New Jersey Banking and 
Insurance Department. 


Schacht Manager at Newark 


For New England Life 

Robert H. Schacht, CLU, has been ap- 
pointed manager of the Newark agency 
of New England Life, succeeding C. 
Vernon Bowes, who retired June 1 after 
26 years with the company. Mr. Schacht, 
who had been manager in Toledo since 
1958, is returning to the agency where 
he began his career with New England 
Life in 1948, 

He was appointed supervisor in the 
Newark agency in 1952. From 1956 to 
1958, he was assistant director of agen- 
cies in the home office in Boston. 

In addition to the CLU designation, 
Mr. Schacht has received a diploma in 
agency management. He has been educa- 
tion chairman for the Toledo CLU Chap- 
ter, trustee for Toledo Life Managers As- 
sociation, past president of the Elizabeth 
Life Underwriters Association and has 
taught LUTC courses in Newark. 


Ass’t Training Director 
For Pan-American Life 


Warren A. Nelson has been named 
assistant director of training for Pan- 
American Life of New Orleans. Mr. 
Nelson, a native of New Orleans, was 
formerly with Lincoln Liberty Life as 
district manager in New Orleans. A 
graduate of Tulane University where he 
was a member of the baseball team, Mr. 
Nelson later played professional ball for 
a De Land, Florida team. From 1950 
to 1957 he was head coach and instruc- 
tor at Ridgewood High School in Me- 
tairie, La. Mr. Nelson is a member of 
the Young Men’s Business Club and is 
a Navy veteran of World War II. 


Bankers, Ia., Field Changes 


The sales department of Bankers Life 
of Des Moines has announced the ap- 
pointments of John E. Whitsell as agency 
manager in Omaha, Donald L, Arant as 
assistant agency manager of the A. E. 
Gravengaard Portland, Oregon, Agency 
and Richard K. Greer as assistant agency 
manager of the J. J. Bissell Houston 
Agency. 

Mr. Whitsell has been serving as the 
company’s Mankato, Minn., agency man- 
ager since January, 1959, and Mr. Arant 
and Mr. Greer have been field super- 
visors for nearly two years, working out 
of the home office on special assignments 
with agencies across the country. 








LIFE GENERAL AGENT 
$13,000 
Experienced G.A. with desire to 
build a strong career agency is 
needed in Wisconsin. Large com- 
pany of best reputation. 


#E-847 





LIFE AGENCY MANAGER 
$12,000 


Old line New England company 
prefers man who is familiar with 
Baltimore or Washington, D. C. 
area. 


#E-848 





ASST. LIFE AG'CY DIRECTOR 
$14,000 

Progressive, eastern company 
needs the young man who has solid 
accomplishments in sales and an 
ability to recruit, train and super- 
vise G.A.s. This is a prime oppor- 
tunity for the right man who hopes 
to step into a Director of Agency 
role in a reasonably short time. 


#E-849 





LIFE AGENCY DIRECTOR 
$15,000 


This job represents the challenge 
of heading the Ordinary agency 
operations of a young company 
which has operated for several 
years with Industrial It is situated 
on the eastern seaboard and anx- 
ious to have the right man now. 


#E-850 








Send for our free brochure, "How We Operate." No obligation. 


FERGASON 


Insurance Personnel Exclusively 
HArrison 7-9040 


330 S$. Wells St. 


PERSONNEL 


Chicago 6, Illinois 





JUNIOR LIFE ACTUARIES 
$6,000 — $8,500 


Indianapolis — large company. 





Los Angeles — medium sized 
and expanding. 
#E-852 





Denver — Excellent company of 
high repute. 
#E-853 


Florida — Sound company with 
expansion plans. 


#E-854 








New York — Old company. 
#E-855 
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J. J. Schreiber Forms Own 
Actuarial Consulting Firm 





i = 
JONAS J. SCHREIBER 





Jonas J, Schreiber, well known con- 
sultant on employe benefit programs, who 
was associated with the late Meyer 
Goldstein, head of Pension Planning Co. 
and Actuarial Consultants, Inc. of New 
York, for 16 years, has resigned from 
these firms to form his own actuarial 
and consulting firm at 10 Commerce 
Court, Newark, N. J. 

Mr. Schreiber was a director of Pen- 
sion Planning Co. and executive vice 
president of Actuarial Consultants, Inc. 

Name of his new firm is Actuarial 
Services, Inc. which will specialize on 
employe benefit programs, offering clients 
a full rounded service on all phases of 
such programs, 

Mr. Schreiber is widely experienced in 
designing, administering and preparing 
actuarial valuations for hundreds of re- 
tirement plans. He is in demand as a 
speaker before employe groups. 

A graduate of State University of lowa 
where he majored in commerce and 
mathematics, he obtained his master’s 
degree in accounting from New York 
University. In World War II he served 
in the Air Force as a member of a 
bomber crew in the ETO. 








| HEARD OnTheWAY 





Laurence F. Lee of Jacksonville, Fla., 
a former president of American Life 
Convention and chairman of Peninsular 
Life of that city, who died last week, was 
also chairman of the British-American 
Life whose registered home office is in 
Nassau, The Bahamas. 

An interesting aspect of this company, 
(president of which is Laurence F. Lee, 
Jr.) was that the personal friends of 
Laurence, Sr., who were in the insurance 
business, did not know about the British- 
American Life. These included the late 
Leroy A. Lincoln, former president of the 
Metropolitan Life. Several years after 
learning of its existence, Mr. Lincoln was 
on a visit to Montego Bay, Jamaica, and 
he made a personal call on the company’s 
principal representative in that country. 

British-American Life at the time had 
as an agent in Eleuthera Island—the 
farthest from Nassau in the Bahama 
group—a woman whose family had lived 
on the island for 300 years. 

British-American Life now has 23 
branch offices. In addition to Jamaica, 
Bahamas and Bermuda, its branches in- 
clude those in Trinidad, Haiti, British 
Guiana, Dominica and many other islands 
in the Caribbean, including St. Lucia, 
Grenada, St. Kitts and Barbados. Also 
it writes policies in Hongkong. 





“The Southern Sentinel,” a revival of 
journalistic style of the Nineties, is being 
used by Life of Georgia as the front- 
running piece of a sales promotion cam- 
paign focusing on the observance of the 
company’s 70th anniversary. 

_ The “Sentinel” is a replica newspaper 
simulating newspaper writing, advertis- 


ing, and typography of 1891, the year in 
which Life of Georgia was founded. Much 
of the advertising and news items was 
reproduced literally from Southern news- 
papers of the period. Bustles, surreys, 
and magic lanterns are among the ad- 
vertised products. An account of a “hair- 
raising flight in a balloon” is one of the 
news items. 

More than 200,000 copies of the four- 
page, tabloid-sized newspaper were 
printed for distribution by Life of 
Georgia fieldmen as prospecting leads. 
The current “Sentinel” is a re-issue of an 
edition published by the company for 
its 60th anniversary. 

The paper is being used in connection 


with an internal promotion called the 
“70th Sell-E-Bration.” Leaders in the 
campaign will gather for a conference 
on sales skills to be conducted in Miami 
in November by sales consultant Bill 
Gove of Coral Gables. 

Uncle Francis 


FRANKLIN SEFORD’S NEW POST 

Franklin Seford, for many years di- 
rector, secretary and chief administrative 
officer of National Equity Life in Little 
Rock, has been named administrative 
assistant to President M. C. Reese, Tf. 
of First National Life of Phoenix. 





HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 





Management Consultants to 
Insurance Companies 
Established 1945 

Avenue 








220-02 Hempstead 
QUEENS VILLAGE 29, NEW YORK 














Cash Value Insurance 
At Near Term Rates! 


If a prospect can afford term, then chances are he can 


aftord lifetime coverage (with cash values) under 


our new LIFE MODIFIED AT 70 policy. 


This is level premium insurance at a rate a step higher 


than term but 9 to 35 per cent /ower than ordinary life. 


Another feature. This policy gives heaviest protection 
during the early years of a man’s life, when he 
needs it most. The face value is twice as much before 


age 70 as it is after. 


By lowering the face value at 70, the policy permits 
a reduced premium—mow and throughout the 


life of the policy. Yet, it still builds cash values! 


Prospects will like the permanent protection— 


and the price. 


O C C I D E N TAL LI FE Insurance Company of California 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 
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Boston Mutual Makes 
Home Office Changes 


W. FRANK HANCOCK APPOINTED 





Made Vice President and Director of 
District Agencies; McNeff and 
Devine Promoted 





Everett H. Lane, president, Boston 
Mutual Life, announces the appointment 
§ W. Frank Hancock, CLU as vice 
president and director of district agen- 
cies. 

Mr. Hancock, a native of Richmond, 
is a graduate of the University of Rich- 
mond. 1936, and holds a certificate from 
the Life Office Management Association. 
He was for several years in various 
agency positions with Metropolitan Life 
before assuming the duties of consultant 
with the Life Insurance Agency Manage- 
ment Association in Hartford. 

Prior to his joining the Boston Mutual, 
Mr. Hancock was vice president of the 
Cherokee Life of Nashville. 

Mr. Lane also announced the promo- 
tion of John C. McNeff, Jr. to vice 
president—Group insurance and David F. 
Devine, Group secretary. 

Mr. McNeff has been serving as man- 
ager of the Group insurance department 
since 1956 and is a native of Everett, 
Mass. He was graduated from Boston 
University with the class of 1949 and 
began his insurance career as Group 
service representative for Connecticut 
General Life in New York. He was for 
several years special Group representative 
for that company in Philadelphia and 
was assistant Group manager in Newark 
He is a veteran of World War II, and 
has been active in life underwriter as- 
sociation activities. 

Mr. Devine has been serving as assist- 
ant manager of the Group insurance de- 
partment since 1956 and previously was 





Foster Studio 
W. FRANK HANCOCK 


a sales and service representative for 
John Hancock Mutual Life in the Boston 
and Cincinnati area. Mr. Devine attended 
Roxbury Latin School in Boston and was 
graduated from Harvard University with 
the class of 1952. He is a native of 
Dover, Mass., and is a captain in the 
Marine Corps Reserve. 


NwNL SALES INCREASE 

Sales of Ordinary life insurance by 
Northwestern National Life totaled $18,- 
542,000 in June. Sales were $200,000 
ahead of June a year ago, marking the 
sixth month in a row that the company 
exceeded the corresponding months of 
1960 in Ordinary sales. 





resentatives are never trapped. 


tions . . 


Executive Vice President. 


2204 WALNUT STREET 


© All Forms of Life Insurance 
* Minimum Deposit Programs 
© Group Life—Accident and Health 








x<rRAPPEDYD? 


No insurance agent can reach his full earning potential when he’s 
trapped by strict limits on the insurance he can write. LACOP rep- 
LACOP combines sound insurance 
procedures with enough flexibility to meet new and challenging situa- 
. provides our agents with sales opportunities that are almost 
unlimited. The result is more money now .. . 


LACOP’S 10-YR. RENEWABLE & CONVERTIBLE TERM POLICY 
enables you to offer a 45-year old prospect a $25,000 policy at the rate 
of $12.91 per thousand; a $50,000 policy at the rate of $12.71 per 
thousand; $100,000 at the rate of $12.61 per thousand. Find out how 
this and other LACOP plans can substantially increase your earnings. 
For a confidential interview regarding fine opportunities in Maryland, 
Florida, Louisiana and Western Pennsylvania, write Sherman J. Edelman, 


Life Assurance Company of Pennsylvania 





a far brighter future. 


PHILADELPHIA 3, PENNA. 


Guaranteed Renewable—Accident 
and Sickness 


e H spit. 1} 41, Lied, 3 and Surgical 
e Franchise and Association Programs 








NEW YORK LIFE CHANGES 


Lee A. Buck Made Superintendent of 
Agencies; John Cimaglia Appointed 
Superintendent of Training 
Lee A. Buck, CLU, has been named 
superintendent of agencies, with head- 
quarters in the home office, and John 
Cimaglia, CLU, has been appointed 
superintendent of training for the 
Greater New York region of New York 
Life, according to Raymond C. Johnson, 
vice president in charge of marketing. 
Mr. Buck joined New York Life in 
1949 as an agent at Flint, Mich. After re- 
call to active Navy service for two years 
during the Korean conflict, he returned 
to the company as an agent in Lansing 
and was appointed ‘assistant manager of 
the Lansing office one month later. He 
later served as manager of the Wheeling, 
W. Va., and Akron general offices and 
was general manager of the Michigan 
general office in Detroit at the time of 

his new ‘appointment. 

Mr. Cimaglia became an agent in the 
Seaboard general office (N. Y.) in 1951. 
and was appointed assistant manager of 
that office in March of 1953. He was 
named associate manager of the Plain- 
field (N. J.) general office in 1956 and 
served as general manager of that office 
from 1957 until his new appointment. 


Paul Revere Life Appoints 


Two Brokerage Managers 
Winfield C. Ten Eyck and Frank G. 
Stone have been named brokerage man- 
agers for Paul Revere Life in New York 
City and in Newark respectively. Each 
is a new brokerage office. 

Mr. Ten Eyck entered the general in- 
surance business in 1950 in Englewood, 
N. J. For the past four years he has 
been a brokerage supervisor for Mutual 
Of New York in New York. He is a 
graduate of Rhode Island State Univer- 
sity. 

Mr. Stone, named to the Newark post. 
has served as general agent for the Paul 
Revere in Philadelphia since 1954. He is 
a graduate of Colgate and is active in the 
university’s alumni affairs. 


SSSSSSSSSSSSSSSSSSSSS 
If at first you don't succeed 
TRY 


The Maurice Blond Agency 
The Hamilton Life Ins. Co. of New York 
15 Park Row, N. Y. C. 38 Worth 2-1280 
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13% Paid-for Gain Made 

By Southwestern Life 
TOPS $140 MILLION 1st SIX MOS. 
Dallas Company Reports $2,185,005,823 


Insurance in Force as 


Of June 30 





Operations of Southwestern Life of 

Dallas in the first half of 1961 reflected 
a new business gain of nearly 13% over 
the same period in 1960, J. Ralph Wood, 
president, announced at the company’s 
recent quarterly board of di-ectors’ meet- 
ing. 
_ A total of $140,069,993 of new paid-for 
insurance was issued during this six 
months’ period. compared with $124.070,- 
243 in the first half of 1960. an increase 
of some $16 million. New Ordinary life 
sales showed a 12% gain. : 

Southwestern Life’s insurance in force 
as of June 30 totaled $2.185,005,823, an 
increase of more than $68 million since 
January 1, 

Benefit payments to policyowners and 
beneficiaries made in the six-month period 
totaled $18,847,710 and raised the total of 
such payments since the company was 
organized in 1903 to more than $384 mil- 
lion. 

_New investments in January-Tune pe- 
riod totaled $36.364.889. of which nearly 
80% went into loans on real estate. } 

Southwestern Life’s six-month business 
report does not reflect anv figures con- 
nected with the consolidation of Atlantic 
Life of Richmond, Va. into Southwestern, 
which was effective as of June 30. 

Directors authorized payment of a 
quarterly cash dividend of 25 cents a 
share, payable on October 10 to stock- 
holders of record September 29. 


New England Life Names 
Zimdars at Madison. Wis. 


New England Life has established a 
new general agency in Madison, Wis. 
with John C. Zimdars, CLU, as manager, 
President O. Kelley Anderson an- 
nounced. The agency is New England 
Life’s 97th in the United States. 

_Mr. Zimdars, a 1939 graduate of the 
University of Wisconsin, and an Air 
Force veteran, joined New England Life 
in 1952 as an agent in Madison for the 
Milwaukee agency. He is one of New 
England Life’s Vanguard Award winners, 
a life member of MDRT and the com- 
pany’s Leaders Association and a member 
of the New England Life Hall of Fame. 





BROKERAGE SUPERVISOR 


One of the oldest and most active life insurance agencies in the company 
has need for an experienced man. Three men employed by this agency have suc- 
ceeded to the Presidency of several companies. Our current President was pro- 
moted from the ranks. Established unit offered. Salary plus liberal commissions. 
Your reply will be kept in strict confidence. Write Box 2928, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 
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JAMESTOWN, NEW TORE 








Serving the Public 


Agency Opportunities 
In New York, Pennsylvania and New Jersey 


Complete competitive portfolio of Life, A. & S. and 
Group Plans. Excellent training program, quality sales 
promotional material, including audio visual. 


Since 1886 
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EXTREMELY LOW-NET-COST 
PERMANENT INSURANCE FOR 
HIGH-PAID EXECUTIVES 


National Life’s outstanding Ordinary Life Policy 
is now available for high-paid executive talent. 
Supplements National’s flexible, economical 
ABC-YRT pension plan. 





PENSION 

” . ? GUARANTEED ISSUE TERM 

a | ~ é FOR RANK-AND-FILE EMPLOYEES 
I L ASH & Ten or more lives qualify, in most cases, for 


guaranteed issue of National’s low-premium, 
Yearly Renewable Term Insurance. 





NOW... 
THIS IS THE NEW 
FOR THE FIRST TIME... ECONO-EXECUTIVE PROCEDURE 


A PENSION PLAN It’s so simple it can be explained in 
two sentences... 
CAN COMBINE 


1. National’s Ordinary Life Policy is now available, 
in pension and deferred profit-sharing plans, for 


TH ESE TWO the portion of the pre-retirement death benefit in 
excess of the guaranteed issue limit, whenever 

| M PO RTANT such excess is $20,000 or more. 
2. Increases qualify when such increases in ex- 
ADVANTAGES: cess of death benefit aggregate $10,000 or more. 


CAN YOU* USE THE ECONO-EXECUTIVE PLAN? 
SEE YOUR NATIONAL LIFE GENERAL AGENT! 


u (=) National Life 
CS — Susurance 


MONTPELIER 


*If you are a full-time agent of 
another life company, we solicit VE RMON i 
only surplus and special business 


not acceptable to your company. Founded in 1850 - A Mutual Company - Owned by its Policyholders 
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A 1960 
record that 
means a lot 

to you 


CAC’s Individual Health Volume in 1960 ran Nearly 
Double Our 1959 Total (And 1961 is running more than 
100% ahead of 1960). 


There’s a good reason why... 


Continental Assurance offers a superior line of policies 
such as... Non-Cancellable Income Protection, Guaran- 
teed Renewable Hospital Protection, Guaranteed Renew- 
able Major Medical Protection. 


Find out for yourself... 


. . . how good . . . how salable . . . these contracts are. 
Write for sample Red Line Contracts for your personal 
analysis. 





CONTINENTAL ASSURANCE @. 


Member of Continental-National Group 
310 South Michigan Avenue, Chicago 





James E. Dunne Dead at 69; 


Insurance Index Publisher 


James E. Dunne, 69, publisher of The 
Insurance Index, died last week in Louis- 
ville. He was owner of The Dunne Press 
and Dunne’s International Insurance Re- 
ports, Inc., a publication that rates the 
services of insurance companies. 

A native of Louisville, Mr. Dunne at- 
tended Spencerian College. His first job 
was in the law offices of the late County 
Judge Charles A. Wilson. He was vice 
president of The Insurance Field, a 
Louisville trade publication, from 1911 to 
1929, 

In 1920 he started the American In- 
surance Digest in Chicago. During the 
next nine years he was engaged in bank- 
ing in Chicago, where he retained a legal 
residence after returning to Louisville. 

Mr. Dunne purchased The Insurance 


Index of London and New York in 1930 


and set up the executive offices of that 
publication in Louisville. He started 
Dunne’s reports in 1931 and the Alliance 
and Dunne Press in 1936. 

He served on former Governor A. B. 
Chandler’s staff in 1937 and on former 
Governor Keen Johnson’s staff in 1943. 
A former trustee of Chapman College, 
Orange, Cal., he was also the author of 
various articles. 

Mr. Dunne was a member of the Scot- 
tish Rite, Knights Templar, the Ameri- 
can Newspaper Guild, High Twelve In- 
ternational, and various clubs in New 
York, Chicago, and Indianapolis. 

Surviving are his wife, the former Ida 
Lee Fisher; a sister, Mrs. Harold D. Hill, 
Arlington Heights, Ill.; a grandson, and 
five great-grandchildren. 


G. S. WHERRY APPOINTED 
George S. Wherry, Brentwood, Mo., 
has been appointed a general agent in 
St. Louis County for Indianapolis Life. 


PERSONNEL 
ovo SERVICES, INC. 


"Specializes in Insurance" 


ACTUARIES FEE PAID..................0000000 $15,000 
Two fine careers available in Pa. 
HO. An Associate level will do. All bene- 
fits & relocation pd 


SUPT. OF AGENCIBG.................cccecsocsess $15,000 
Small but progressive mid-Atlantic life co. 
seeks 5 -+- yrs. field & mgmt. experience. 

A & H ADMINISTRATION FEE PD....... $12,000 


Mid-west Home Office offers outstanding 
A & H career. You'll run this dept. 





GROUP SALES DIRECTOR...................... $12,000 
Nat'l post for 6 yrs. experience. 

POLICYHOLDER SERVICE................-00. $12,000 
5 + yrs. Home Office experience will do. 

GROUP UNDERWRITER...................0000000+ $10,000 
Eastern seaboard state for top Group 
xec. 

GROUP ACCOUNTS $ 8,000 





Group billing, commission statements. 


50 CHURCH STREET NEW YORK 7, N. Y. 
WoOrth 4-8410 











Eastern Department: 76 William St., New York 5, N. Y. 

















Before you tell a client he's 
uninsurable, please try our 
IMAGINATION. 














Lowell C. Camps Named 
Hancock General Agent 
HE ENTERED BUSINESS IN 1949 
Successor to His Father, the Late M. 


Lowell Camps, General Agent Here 
From 1939 to 1961 





Appointment of Lowell C. Camps as 
general agent in New York City has 
been announced by the John Hancock, 
He succeeds his father, the late M. 
Lowell Camps, who was general agent 





Blackstone Studios 
LOWELL C. CAMPS 


here from 1938 until the time of his 
death last month. 

A graduate of Colgate University, the 
younger Mr. Camps has been associated 
with the Camps Agency, located at 800 
Second Avenue, since entering the life 
insurance business in 1949, In 1954, he 
was promoted to associate general agent, 
sharing management responsibilities with 
his father. Along with his personal pro- 
duction, he has been responsible for a 
large portion of the agency’s brokerage 
business. 

A member of the Million Dollar Round 
Table, Mr. Camps is active in the New 
York Life Underwriters and Life Super- 
visors Associations and the Westchester 
Country Club. During World War II, 
he served as a first lieutenant and com- 
pany commander with the 10th Infantry, 
5th Division, in the European Theatre. 

Mr. and Mrs. Camps and their three 
children make their home in Rye, N. Y 


Republic National Names 


Two New General Agents 
Alwin Smith, Reno, Nev., and Fred H. 
Navarra, New Castle, have been named 
general agents in their respective areas 
by Republic National Life, Dallas, accord- 
ing to H. R. Hunke, vice president and 
agency director. 

The new general agents started their 
insurance careers in personal production 
and after establishing outstanding rec- 
ords they were advanced to agency man- 
agement positions. 

In appointing the general agents, Mr. 
Hunke noted that the number of general 
agents and brokers affiliated with Re- 
public National Life is now at an all-time 
high. 


James W. Erdevig Promoted 
By Northwestern Mutual 


James W. Erdevig has been promoted by 
Northwestern Mutual to superintendent, 
mortgage services. He had been assistant 
manager since 1959. He came to the firm's 
home office in 1954 as a spec:alist in the 
residence mortgages division of the mort- 
gage loan department. He had been a 
loan representative with NML’s Cee 
mortgage loan regional office since 1951. 
He received a B.A, degree from Beloit 
College in 1947 and did graduate work in 
commerce at Northwestern University. 
During World War II he was a first 
lieutenant in the Marines. He has been 
engaged for several years in fund_rais- 
ing activities for the Milwaukee United 
Fund and YMCA campaigns. 
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The 
Equitable Life 
of Jeff Shor 


in New York. 


Jeff Shor, right, demonstrates with 
large-mouth bass and pike that he is 
a successful producer even when va- 
cationing. In New York he has led 
production at the Maxwell M. Shaf- 
fran Agency for 12 out of 16 years. 
Companions are Moe Zweibel and 
Irving Edelman. 


The family gathers at the Shor home in Great Neck Estates, Long Island. The idea 
was to celebrate son-in-law Leonard Nedlin’s release from the Army Tank Corps, but 
son Aaron Louis, insisted on a checker game, too. L. to r.: Leonard Nedlin, daughter 
Radie Lee Nedlin, Jeff, wife Belle, Aaron, and daughter Gail Lois. 


















Milk run: Jeff calls on clients at Holland 
Farms, Inc. L. to r.: Julius Bagdan, Presi- 
dent; Sydney Bagdan, Secretary; and 
Frohman Holland, Treasurer. Jeff began 
his insurance career as an office clerk in 
1934, turned to full-time selling a decade 
later. Last year he led all Equitable 
agents in pension trust business. 


Jeff planned buy and sell insurance for 
Sea Isle Sportswear, Inc.—which helped 
when one of the three owners died. Above, 
Leo Friedland, Secretary; Charles Beer, 
President. Sea Isle also has an Equitable 
Pension Trust for its employees. 


A Man’s Prestige somehow goes hand in 
hand with the prestige of the company he rep- 
resents. This is why Jeff is proud to be a life 
underwriter for Equitable. It’s a full life. And 
a rewarding one. Living Insurance is more 
than a need... it’s a career! 


tu HQUITABLE 


Life Assurance Society of the United States 


Organized generosity: Jeff, a Mason, helped found the philanthropic Home Office: New York, N. Y. ©1961 


Truth Lodge Foundation, Inc. Above directors are, standing: Lau- 
rence Pollock, Irving Greenspun, and Herman Miller. Seated: Jeff, 
the first and only President of the 10-year-old organization, Sidney 
Gerson, Henry Kahn, Max Shor (Jeff’s brother), and George Lipton. 
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Roanoke Agency Manager 

Theodore M. Smith has been named 
Roanoke, Va., agency manager for Equi- 
table Life of Iowa. 

A native of Parkersburg, W. Va., Mr. 
Smith commenced his life insurance 
career in 1954 as a representative of New 
York Life in Blacksburg, Va. In 1958 he 
joined Shenandoah Life in Blacksburg, 
and three years later was named assistant 
branch manager of that company’s home 
office agency in Roanoke. 
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Postal Life, N. Y. Passes 
$300 Million In Force Mark 


George Kolodny, president of Postal 
Life of New York, announced that the 
company has passed the $300,000,000 
mark of insurance in force. 

Mr. Kolodny congratulated the entire 
field force on achieving this record figure 
and referred to the fact that the first 
$100,000,000 was reached in 1953. Postal 
passed the $200,000,000 mark of insurance 
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June was Beasley month at Republic 
National Life, honoring the birth month of | 
the founder of the company, Chairman of i 
the Board and Chief Executive Officer, 
Theo. P. Beasley. To our own Fieldmen and 
to hundreds of good friends across the j{, 
nation who submitted a record month’s 
business, we want to express our very 
sincere gratitude and thanks. They have 
made it abundantly clear that LOYALTY 
HAS NOT GONE OUT OF STYLE 

Now we face the future with even greater 
confidence and as we continue to expand 
our sales operations into additional states, 
the Welcome Mat is always out to those 
who share our conviction that “The only 


way to GROW is GO”. 


Russ Hunke 
Vice President and 
Agency Director 


in force, five years later, in 1958. The 
present $100,000,000 increase was achieved 
in less than three years. 

He further stated that the company 
anticipates a record breaking year in 1961 
in all its areas of operation which in- 
clude Ordinary, Group and association 
life insurance. Figures for the first half 
of this year show an increase in Ordinary 
insurance of 3914%, an 18% increase in 
Group life and a 113% increase in asso- 
ciation business over the comparable 


period in 1960. Postal had the second best 
year in its history in 1 
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MEDICAL AND SURGICAL 
BROKERAGE e 
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REIMBURSEMENT © GROUP 


COMPLETE REINSURANCE FACILITIES 


Paul Revere Appoints 
Freese at Home Office 





JOHN H. FREESE 


John H. Freese of Dallas, superintend- 
ent of agencies for the 1l-state south- 
western sales region of Paul Revere Life, 
will join the Worcester, Mass., com- 
pany’s home office staff as assistant vice 
president on September 1. In his newly 
created post, Mr. Freese will be in charge 
of the program of management man- 
power development in the company’s 
sales department. 

Mr. Freese has been associated with 
the Paul Revere organization for the past 
four years. He entered the insurance bus- 
iness in Minneapolis as a Penn Mutual 
agent. Later he joined the Mutual Service 
Life of Minneapolis whom he served as 
agency manager and as superintendent 
of agencies. 

A native of South Dakota, Mr. Freese 
is a graduate of the University of Min- 
nesota. He is also a graduate of the Life 
Insurance Marketing Institute at Purdue 
and of LIAMA’s agency management 
school. 


Production Leaders For 
Pan-American Campaign 


The name of the winning agency and 
outstanding individual producer in Pan- 


American Life’s annual President's 
Month campaign was announced by 
Senior Vice President Kenneth D. 
Hamer. The campaign, chairmanned by 


Crawford H. Ellis, chairman of the board 
of Pan-American, honored the company’s 
president, John Y. Ruddock. Agencies 
in 28 states from Arizona to New Jersey 
competed in the sales of new insurance. 

The winning agency was the Denby 
Brandon, CLU, and Associates, Memphis. 
This agency produced 1,347% of its quota. 
Competing in a field of 600 agents, Oscar 
Hurt, Jr., of the Brandon Agency was 
top individual producer for the month- 
long campaign. Another Brandon Agency 
man, Allen P. Jacobson, was the second 
place individual producer. 





Winners of the 
“International Trophy" 
of Canada Life 
for Quota in the 
Spring Trophy Campaign, honoring 
the 10th Anniversary of 
President Ernest Gill 
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J. Fred Speer to Retire 
From Equitable Society 

PITTSBURGH AGENCY MANAGER 

Will be Succeeded by Frank W. Hill, 


Who Has Been Serving as a Field Vice 
President for Three Years 








Equitable Life Assurance Society has 
announced that J. Fred Speer, CLU, 
manager of one of its two Pittsburgh 
agencies, has been granted voluntary 
early retirement on August 1 because of 
ill health. Assuming the management of 
his agency, one of the company’s largest, 
will be Frank W. Hill, former Albany, 
N. Y., agency manager and for the past 
three. years a field vice president. John 
D. Kennon will continue as manager of 
Equitable’s second agency in Pittsburgh. 

The retiring manager, J. Fred Speer, 
is a native Pennsylvanian and a well- 
known figure in the insurance business. 
Born in Bangor, Pa., he joined Equitable 
in 1926 after graduation from the Whar- 
ton School of Finance of the University 
of Pennsylvania. 

After service as an agent and assistant 
agency manager in New York Mr. Sneer 
was appointed agency manager at New- 
ark in 1945. In 1952, he went to Pitts- 
burgh to manage one of the two agencies 
then formed from the Woods Agency, 
one of the largest life insurance agencies 
in the United States. He has kept his 
agency consistently in the top echelon 
of the company’s honor roll. Last year 
it ranked fifth. 

A past president of the Equitable CLU 


Association, Mr. Speer currently is a 
director of the American Society of 
Chartered Life Underwriters. In Pitts- 


burgh he is immediate past president of 
the Pittsburgh Life Managers Associa- 
tion and a manager member of the Pitts- 
burgh Life Underwriters Association. 

The new Pittsburgh agency manager. 
Frank W. Hill, since 1958 has been field 
vice president for Equitable’s northeast- 
ern department and most recently for 
the New York Metropolitan departmen‘. 

After studies at Kansas University and 
the Kansas City School of Law, and 
World War II service in the Navy, Mr. 
Hill joined Equitable in 1946. He was an 
agent and an assistant agency manager 
at Peoria, Ill., before becoming Albany 
agency manager in 1952. While there 
Mr. Hill was president of the Albany 
General Agents and Managers Associa- 
tion. 


June Purchases Down 1% 


June purchases of life insurance 
amounted to $6,255,000,000, a decrease of 
1% from the corresponding month of 
last year, according to the Life Insur- 
ance Agency Management Association of 
Hartford. 

Purchases of Ordinary insurance in 
June were $4,536,000,000 compared with 
$4,676,000,000 a year ago. Industrial life 
insurance bought in June amounted to 

,000,000, compared with $611,000,000 a 
year ago. New Group life insurance 
totaled $1,091,000,000 in June compared 
with $1,038,000,0000 a year ago. These 
figures represent new Groups set up and 
additional protection under amended 
Group contracts already in force. 

For the first six months of the year, 
life insurance purchases totaled $38,804, - 
000,000, up from a year ago by $2,672,- 
000,000: The six month Ordinary insur- 
ance total was $26,185,000,000, compared 
with $26,150,000,000; Industrial insurance 
totaled $3,576,000,000 compared with $3,- 
558,000,000 the previous year; and Group 
insurance totaled $9,043,000,000, compared 
with $6,424,000,000. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Citizens Life Has 40% Gain 

Citizens Life of New York, in the first 
six months of 1961, recorded a total of 
$30,000,000 of new business written, of 
which ‘$28,000,000 was Ordinary. This is 
a 40% increase over the amount of busi- 
ness written in the same period last year, 
according to Jack Hyman, president of 
the company. 

Citizens Life issued its first policy on 
July 1, 1957. In four years the in force 





LIFE INSURANCE 
PURCHASED ON 


R E Ni E WA L EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 





















has risen to $122,000,000, of which $106,- 320 Park Avenue, New York 22, N. Y. Plaza 3-2826 
— is Ordinary, the balance being 
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THIS DIPLOMA 
COULD HANG ON YOUR OFFICE WALL! 


y , Spincos Degree from the American College of Life Underwriters on your office wall will not 
automatically guarantee you more business. 


But from the concentrated study program you must follow in attaining the C.L.U. Degree, 


you will gain a firmer grasp of 


life insurance fundamentals and an awareness of the fast-moving 


developments in the field of life underwriting. 


With a greater degree of expertness and know-how in providing worthwhile solutions to your 
clients’ problems, you'll develop greater confidence in your ability among those you serve. The 
natural result: enhanced prestige, more sales and greater financial rewards. 


But wishing won't make it so. Enroll in the C.L.U. study program this fall by contacting 
your nearest C.L.U. Society, or write the American College of Life Underwriters, Bryn Mawr, 
Pennsylvania, for details today. 


Pg | Fo i 
N/W NATIONAL _~— :Niw: 
ife Insurance for Living oe ngs 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY © MINNEAPOLIS, MINNESOTA 
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Kennedy’s Aged Plan 
Cost Estimate Up 10% 


AFTER “CLOSER STUDY” BY HEW 


Ribicoff Tells House Ways & Means 
Committee Social Security Wage Base 
Would be Raised to $5,200 





“The issue is not whether to pay these 
costs; the only issue is how to pay them.” 
So spoke Health, Education and Welfare 
Secretary Ribicoff last week in Wash- 
ington after he had informed the House 
Ways and Means Committee that the 
Administration’s medical care for the 
aged program would be 10% higher than 
previously estimated. 

Calling for a further increase in so- 
cial security taxes, Mr. Ribicoff pro- 
posed raising the wage base on which 


——————————————— 


Benefits of New Tax Hike 


Money brought into the Social Se- 
curity Fund, by Mr. Ribicoff’s proposed 
tax increases—nearly $700,000,000 in 1963 
and more than $1,000,000,000 in 1964— 
would pay for the following benefits for 
persons aged 65 and over who are eligible 
for social security retirement payments: 

Up to 90 days of semi-private hospital 
care, but with $20 to $90 to be paid by 
the individual, depending on the length 
of his stay. 

Up to 180 days of skilled nursing home 
care when such services are furnished 
following transfer from a hospital and 
are necessary for continued treatment of 
the illness for which the individual was 
hospitalized. 

Up to 240 home health service visits in 
a calendar year. Out-patient hospital di- 
agnostic services, with the first $20 paid 
by the individual. 





social security taxes are levied to $5,200 
from the present $4,800 starting in 1962. 
The Administration had originally pro- 
posed raising the wage base to $5,000. 

After a close study made by his de- 
partment, it was found that the increase 
was needed because of upward revisions 
in nursing home and home health serv- 
ice costs, Mr. Ribicoff stated. 


180,000,000 Americans “Can’t be Wrong” 


As expected, the former Connecticut 
Governor was sharply critical of the 
American Medical Association during the 
hearing. (Ed. Note: The AMA will be 
heard by the House Committee later this 
summer). Mr. Ribicoff accused the AMA 
of “doing the American people a disserv- 
ice” in trying to discredit the Admin- 
istration plan as “socialized medicine.” 
“But 180,000 doctors are not going to de- 
feat the purpose of 180,000,000 Ameri- 
cans,” he said nobly. 

The secretary was also critical of the 
Kerr-Mills law which supplies Federal 
funds on a matching basis to states for 
medical assistance, including doctors’ 
bills for individuals aged 65 and over who 
are not now receiving old-age assistance 
but whose income is insufficient to pay 
medical costs. 

“This is a mechanism that could ruin 
the country,” he asserted, and added 
the bill—passed last year in Congress— 
is itself socialistic “because it does pro- 
vide payments for doctors.” 

Further along in his testimony, Mr. 
Ribicoff conceded that the Kerr-Mills 
program was “a lot better than nothing.” 
But he warned it was “not going to do 
the job.” Coating the bitter pill he hopes 
doctors and the insurance industry will 
have to swallow, Mr. Ribicoff declared 
that if Congress passed the Administra- 


McNERNEY HEADS BLUE CROSS 
National Assn. Names 36-year-old Di- 


rector of Michigan University’s Bureau 

Of Hospital Administration, President 

Walter James McNerney, director of 
the Bureau of Hospital Administration, 
School of Business Administration, Uni- 
versity of Michigan, has been named 
president of the national Blue Cross As- 
sociation, it was announced by the asso- 
ciation office in Chicago. 

Professor McNerney, 36, succeeds 
James E. Stuart, who became executive 
vice president of the association in 1959 
and president in 1960 and is now chair- 
man of the association’s board of gov- 
ernors. The 25-man board consists of the 
chief salaried executives of 22 of the 79 
autonomous Blue Cross Plans throughout 
the country and three representatives of 
the American Hospital Association. 


The youthful president directed the 
recently-completed three-year study of 
hospital and medical economics under a 
grant of $380,000 by the Kellogg Founda- 
tion to the University of Michigan. The 
study, already regarded as one of the 
most significant in its field, concentrates 
on four major areas: spending and util- 
ization patterns of the population in 
health care; costs of providing health 
care; critical issues facing prepayment 
insurance and government; and the prob- 
lems of control in the voluntary system. 

The new president was graduated in 
1947 with a Bachelor of Science degree 
in industrial administration at Yale Uni- 
versity. He is a native of Hamden, Conn., 
and served as a gunnery officer aboard a 
transport in World War II. 

Mr. McNerney received his masters in 
hospital administration at University of 
Minnesota in 1950 and subsequently be- 
came administrative resident at Rhode 
Island Hospital in Providence. In 1950 
he joined the staff of University of Pitts- 
burgh and became administrator of one 
of the hospitals in the University’s Med- 
ical Center. From 1953 to 1955 he was an 
assistant professor of hospital and medi- 
cal administration in the graduate school 
of public health at the same university. 

In 1955 he went to University of Mich- 
igi in to establish the hospital administré i- 
tion program there. When in 1958 the 
university formed the Bureau of Hos- 
pital Administration in the School of 
Business Administration to formalize the 
University’s hospital research and com- 
munity service activities, Mr. McNerney 
was appointed director of the bureau. 

Currently Mr. McNerney is chairman 
of the committee on research of the 
American Hospital Association’s Council 
on Research and Education. He is also 
active on committees of the American 
College of Surgeons, the W. K. Kellogg 
Foundation, the American Medical Asso- 
ciation, and the Michigan Hospital Asso- 
ciation. 


ZURICH PROMOTES DUNNING 
Zurich-American Companies, Chicago, 
have promoted Donald L. Dunning, as- 


sistant actuary in the health depart- 
ment, to associate actuary of the com- 
panies. Mr. Dunning joined Zurich- 


American in June, 1956. In 1958 he be- 
came a statistician in the health depart- 
ment and in 1959 an assistant actuary. 
Prior to joining the company, Mr. Dun- 
ning was an assistant actuary for Warner 
Watson, Inc., and before that taught 
high school mathematics, 





tion’s health care bill, he would not ad- 
vocate repeal of the Kerr-Mills program. 
In fact, this has a place in the system, 
the secretary pointed out, “because it 
covers persons whom the social security- 
financed plan would not reach.” 


May be Replaced by “Insured” 





‘Policyholder” Called a “Fuzzy” Term 


Ten tentative definitions have been 
proposed to the Committee on General 
Insurance Terminology, one of the sub- 
committees of the Commission in Insur- 
ance Terminology of the American As- 
sociation of Risk & Insurance. Included 
are: 

“Risk”: (1) Uncertainty. (2) Subjects 
of insurance, whether a person or thing. 
(Notes: The use of “risk” as synonymous 
with probability of loss is unnecessary 
and undesirable; it leads to ambiguity 
and is not generally accepted. The sec- 
ond definition is in general use, and while 
it might be desirable had such use not 
been adopted, the context usually pre- 
vents ambiguity.) 

“Peril”: Cause of a possible loss. 
(Note: A broad, generic term under 


which specific conditions giving rise to 
loss may be classified as hazards, q.v.) 


“Hazard”: Condition influencing oc- 
currence or extent of loss. (Note: Ac- 
cident, sickness, fire, flood, liability, 
burglary, explosion are perils. Slippery 
floors, unsanitary conditions, shingle 
roofs. storms, congested traffic, un- 
guarded premises, uninspected boilers are 
hazards.) 


“Insurance”: (1) Pooling of loss proba- 
bilities by transfer of risk to insurers to 
indemnify those who experience fortui- 
tous losses, or to provide benefits on the 
oecurrence of such losses. (2) Relation- 
ship between the insured and the insurer, 
under a contract of insurance. (Note: 
The portion of #1 commencing, “or to 
provide ” is intended to cover life 
insurance and such health insurance as 
written on the indemnity 


is not prin- 
ciple.) 
“Insurer”: The party to the contract 


of insurance who promises to pay losses, 
provide other pecuniary benefits, or 
render services. (Note: It is desirable 
to use the word “insurer” in preference 
to “carrier” or “company” since it is 
1 functional word, applicable without 
ambiguity to all types of individuals or 
organizations performing the insurance 
function. “Carrier” or “company” is 
-onfusing, the former because of the use 
vf the term in transportation and in 


insurance concerned with transportation; 
the latter because of its broad use to 
designate organizations who are often 
insureds. Further, “insurer” is generally 
used in statutory law.) 


“Insured”: The party to the contract 
of insurance to whom, or on behalf of 
whom, the insurer agrees to make good 
losses, provide benefits, or render serv- 
ice. (Notes: Like “insurer,” the term 
“insured” is functional and unmistakable. 
It is superior to such fuzzy terms as 
“policyholder” or “policyowner.” To 
avoid ty pographical or oral confusion be- 
tween “insurer” and ‘ ‘insured,” one con- 
sultant suggests the use of ‘ ‘assured,” as 
in the British Marine Insurance Act 
of 1906.) 


“Contract of Insurance”: An agreement 
under which an insurer agrees to make 
good losses, provide service, or provide 
other benefits to, or on behalf of, ‘an 
insured, on the occurrence of a fortuitous 
event, and the insured agrees to pay a 
consideration and to observe the condi- 
tions of the contract. (Notes: An insurer 
enters into many sorts of contract other 
than those of insurance. The contract 
of insurance is often called an “insur- 
ance policy,” but the “policy” (q.v.) i 
the document on which the agreement is 
inscribed. In literature it is often con- 
fusing to find “policy” meaning insur- 
ance agreement and “policy” meaning 
the principles guiding the activities of 
an individual or of an organization. 


“Broker”: One who solicits, negotiates. 
or procures the making of contracts of 
insurance on behalf of an insured, other 
than himself or another broker, except 
as an employe of ‘an insured whose duties 
are those of rendering service to the 
employer in the administration of the 
employer’s insurance interests and who 
receives nothing of value from an in- 
surance agent, broker, or insurer in con- 
nection with such service. (Note: By law 
a broker may be made an agent of the 
insurer for certain purposes. such as 
delivery of the policy or collection of 
the premiums.) 


Members of the committee, under the 
chairmanship of Dr. Ralph Blanchard, 
have been asked to comment on the 
definitions by August 3, prior to the 
committee’s next meeting in October. 





Dollar Bills Operate New 


Insurance Vending Machine 


A new flight insurance vending ma- 
chine, believed to be first on the market 
to be operated by dollar bills as well as 
quarters, has been developed by Tele- 
Trip Co.; Inc., in cooperation with AC 
Automatic Services, Inc., a subsidiary of 
Automatic Canteen Co. of America. 

Dispensing flight insurance for Mu- 
tual of Omaha at Chicago’s O’Hare In- 
ternational Airport, the new unit accepts 
one dollar bills and quarters in any com- 
bination. 

Installation of the dollar bill mech- 
anism, a device pioneered by A.B.T. 
Manufacturing Co., Rockford, Ill., now 
part of Automatic Canteen, vastly in- 
creases the sales potential of the insur- 
ance vending machine, according to Irvin 
M. Lemon, vice president of Tele-Trip. 

He reported that field tests of the new 
machine in various airports disclosed that 
the average sale per customer increased 
substantially after the dollar bill feature 
was added. The handiness of accepting 
dollar bills overcomes all previous limita- 
tions imposed by shortages of change, he 
added. 

The Tele-Trip machine permits the in- 
surance purchaser to fill out an applica- 
tion, deposit his money, insert the policy 
into the machine—which automatically 
validates the policy and retains a copy— 
and removes the remainder for sealing 
and mailing. 


American National Selling 
Vending Machine Travel Ins. 


The California Insurance Department 
has approved a new travel, accident and 
dismemberment policy to be issued by 
American National of Galveston, Texas 
and sold through coin operated vending 
machines, 

The July 11 issue of “Insuranceflash” 
published by Jack Piver of Sausalito, 
Calif. also reveals that the $5.000 policy 
will be sold for 50 cents: $10,000 for $1; 
$15,000 for $1.50 and $20,000 for $2. 

The machines, which will be sold to 
producers instead of territorial rights, 
will be placed in travel terminals. The 
coverage includes autos, trucks, trains, 
planes, cabs, buses, etc., or when the in- 
sured is on foot if struck by a vehicle. 
The policy comes out ready for mailing 
to the beneficiary; if the insured fails to 
replace the company copy back in the 
machine he is still covered. Under the 
plan the producer or owner (of as many 
machines as he desires) has his field pro- 
tected, can sell his machines, but is not 
required to place a specific number. The 
commission is 50% compared with 30% 
now being paid by competing companies. 
The coverage is for seven days. 





Built-in detection devices within the 
unit prevent its operation by counterfeit 
money, foreign currencies, and U. S. bills 
of higher than one dollar denomination. 
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AIU Group to Emphasize 
Personal Accident Ins. 


M. R. GREENBERG HEADS DEPT. 
Lead-off Article in “Contact” for July 
Gives Details; New Policies, Manual, 
Sales Kits in Agents’ Hands 





The emphasis which companies of the 
American International Insurance Group 
will give to a new personal accident de- 
partment, recently formed within C. V. 
Starr Co. in New York, was indicated 
in the lead-off article of the July “Con- 





MAURICE R. GREENBERG 


tact”, the AIU monthly house organ. 

Motivation for this emphasis, the AIU 
points out, is (1) the burgeoning of 
middle-income class people and (2) the 
ever-increasing number of business and 
pleasure travelers to all parts of the 
world. “We feel that this offers a unique 
marketing opportunity. In a highly in- 
dustrialized and mobile society, accident 
susceptibility is great. The World Health 
Organization in Geneva reports that ac- 
cidents are the chief cause of death for 
people under age 45. Furthermore, over 
1,000 people are killed every day on the 
world’s highways, which is about 50% 
of the daily total of accidental deaths. 

“People not only need protection, but 
now have the means to pay for it. Devel- 
opment of personal accident insurance 
has not kept pace with the growth of this 
tremendous new market and the steadily 
increasing number of prospects through- 
out the world.” 


To help its companies take advantage 
of this situation the AIU Group set up 
its personal accident department. Maurice 
R. Greenberg, vice president in charge 
of it, joined C. V. Starr & Co. early 
this year after serving as a home office 
vice president of Continental Casualty. 
The department will coordinate and ad- 
vise AIU offices throughout the world. 

Underwriting manager of the depart- 
ment is Robert L. White, also Conti- 
nental Casualty trained, whose appoint- 
ment was announced earlier this year. 
The present plan is to have at least one 
experienced man in each major region 
of the world. Two such appointments 
have been made—Miguel Triay is the 
representative for Latin America and 
Eho Cabili for Europe. 


First Step in Program Taken July 1 


The “Contact” article points out that 
the first step in the program went into 
effect on July 1 for the United States 
and overseas offices of AIU. “This was 
the introduction to the field of a new line 
of products, a new underwriting manual 
and special sales brochures specifically 
designed for individual line selling. The 
policies are easy to understand and sell 
because they have been simplified and 
the benefits have been ‘packaged.’ The 
brochures illustrate how this coverage 


Won Elizur Wright Award In 1956 





“Modern Life Insurance” Rewritten 


The third edition of Mehr and Osler’s - 


award-winning “Modern Life Insurance” 
is labelled by the authors in the forward 
as an “over 65% rewrite” of the 1956 
edition, which won the Elizur Wright 
Award from the American Association 
of University Teachers of Insurance as 
an “outstanding original contribution to 
the literature of insurance.” 

Eight pages longer than the 1956 edi- 
tion, but almost %th’s of an inch thinner, 
the book involves not only considerable 
rewrite, but also some rearrangement and 
new material, particularly a new opening 
chapter, “What Life Insurance is All 
About.” 

The new chapter is in the nature of a 
survey of the life and health field (which 
the authors combine as “income insur- 
ance”), ‘and covers such subjects as the 
concept of human life values, the invest- 
ment values of each major policy form, 
social and economic values, size and 
growth of the industry, and stability of 
the industry. 

New also is an appendix to the chapter 
on premium computation, setting forth 
and explaining the various algebraic 
formulas and equations used in the cal- 
culation of the premium, and a similar 
appendix to the chapter on_ financial 
management, giving formulae for calcu- 
lation of reserves. 


Greater Technical Detail 


These appendices are symptomatic of 
the greater attention to technical detail 
in the new edition. In fact, anyone trac- 
ing the development of this book since 
its first edition in 1948 will find that each 
subsequent edition has increased in tech- 
ical content. This increased emphasis is 
apparently a part of the general trend 
among college insurance courses to make 
them more technical, in counter-action 
to the unfavorable light in which founda- 
tion reports on business curricula have 





Beneficial Standard Life 


Urges Auto Safety Belt Use 

Beneficial Standard Life of Los An- 
geles, one of the largest underwriters of 
accident and health insurance, is waging 
a war against traffic accidents. The com- 
pany is mobilizing its vast mailing sys- 
tem to urge the public to use automobile 
safety belts, announced Joseph N. 
Mitchell, president. 

Stating that motor vehicle accidents 
reaped a toll of 7,730 deaths and about 
300,000 disabling injuries in the first three 
months of 1961, Mr. Mitchell pointed out 
that an anlysis of the company’s records 
and national statistics revealed that dur- 
ing the summer months alone, traffic ac- 
cidents would claim the lives of over 12,- 
000 people. 

Mr. Mitchell stated that were the pub- 
lic “armed” with safety belts, our great- 
est enemy and number one killer, acci- 
dental death, would lose 60% of his victims. 
A recent survey in New York revealed 
that injuries and deaths were 60% lower 
in 400 automobile accidents involving in- 
dividuals using seat belts than in 400 
similar accidents when the belts were not 
used. 





can be attractively presented to the pub- 
lic, They contain all the information 
necessary for a sale... plus an applica- 
tion. This material was prepared to serve 
as a guide for each office in getting a 
profitable program into operation. Each 
office was previously contacted by CVS- 
CO Vice Presidents H. M. Blake, J. J. 
Roberts, and C. L. Seitz on its current 
book of business and local conditions. 

“In the very near future, this material 
will be made available to all the com- 
panies in the AIRCO Group.” 


left the subject of insurance. 

The technical content of the new edi- 
tion is not increased, however, at the ex- 
pense of what has been the unique fea- 
ture of the book among college texts 
on the subject. Thorough treatment of 
the application of principles and tech- 
nical facts to the use of the “product” 
continues to give more space than the 
majority of college texts to “how to use” 
what it explains in personal ‘and business 
financial planning. 

A special feature of the book is the 
integrated treatment of life and health 
insurance (mentioned as one of the rea- 
sons for the Elizur Wright Award), the 
discussions of business health insurance, 
and the two chapters on “Programming 
Income Insurance.” One of the chapters 
sets forth principles of integrated pro- 
gramming of life and health insurance, 
and the other develops, in detail, a case 
example program. 

Although the authors state in the for- 
ward that the book is a true co-author- 
ship (neither has taken full responsibility 
for any one phase or set of chapters), to 
those who know their other writings and 
speakings, the influence of Mehr in the 
technical phases of the treatment and 
detailed discussion of the variable an- 
nuity is apparent; Mr. Osler’s influence is 
most apparent in the treatment of health 
insurance and integrated programming. 

Past editions of the book have found 
use not only in college courses (for which 
it is professedly designed), but also on 
the shelves of life insurance field men. 
It is included in the list of suggested 
texts for the CLU study program and is 
on the “worthwhile books” list of the 
Institute. 


Regulation 40—Conversion 


Provision—Now in Effect 


Regulation No. 40 (Conversion Pro- 
visions in Group Major Medical Expense 
Insurance Policies) after a hearing July 
17, was promulgated last week by the 
New York Insurance Department, filed 
with the Secretary of State and is now 
in effect. 

Pursuant to Chapter 763 of the Laws of 1961, 
effective July 1, 1961, subsection 5 of Section 
162 of the Insurance Law is applicable. 

“|... to all Group major medical expense in- 
surance policies except those which meet such 
conditions as may be prescribed from time to 
time, by regulation of the superintendent, with 
respect to supplementation of hospital and sur- 
gical coverage under one or more Group policies, 
Group contracts, and/or Group remittance con- 
tracts, from which conversion is available to cov- 
erage providing aggregate benefits at least equiva- 
lent to those provided under Plan II.” (empha- 
sis supplied) 

The conditions under which the insurer under 
a Group major medical expense insurance policy 
(hereinafter called “the Contract’) shall not be 
required to provide the conversion privilege 
specified in subscription 5 of Section 162 of the 
Insurance Law are hereby prescribed as fol- 
lows: 

1. The contract provides (either alone or in 
conjunction with other benefits) hospital or 
surgical expense insurance for other than specific 
diseases or accident only, supplementing basic 
coverage which is provided under one or more 
Group policies, Group contracts, Article IX-C 
Group remittance contracts, and/or under the 
Contract ; 

2. The basic coverage specified in Condition 1 


includes a conversion privilege, or privileges, 


whereby the insured employe, member or cov- 
ered dependent is entitled, under the conditions 
specified in subsection 5 of Section 162 or para- 
graph (b) of subsection 6 of Section 253, to ob- 
coverage providing benefits in 
the aggregate at least equivalent to those speci- 
(Continued on Page 31) 
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Two-part Health Ins. 
Course Recommended 

A DIPLOMA WILL BE OFFERED 

American College of Life Underwriters 


Will Promote Course With HIAA, 
LUTC and Others; Details Given 





A two-part diploma course in health 
insurance has been recommended by the 
American College of Life Underwriters. 
Part I would be offered on a pilot basis 
in 1961-62 and generally in 1962-63. Part 
Il would be offered on a pilot basis in 
1962-63 and generally in 1963-64. 

Market for the course is considered to 
be CLU’s, CLU candidates, university 
teachers, home office employes, field per- 
and authorities. A 
minimum course length of 15 hours would 
be established, and the diploma would 
be based on a four-hour examination, 
probably given at the same time as the 
CLU examinations. 

Experience requirements for the diplo- 
ma would be three years in life and/or 
health insurance, minimum age 21 at time 
of examination, moral character. 
and current the life and 
health 


The “Whys” Rather than the “Hows” 


The course would be conducted at col- 
lege level, oriented to the “why’s” rather 
than the “how's.” Tentative topical out- 
lines proposed for the course would in- 
clude the following: 

Health insurance company operations ; 
health insurance premiums; health in- 
surance reserves; underw riting ; reinsur- 
ance; claims and related insurance law; 
regulation, and marketing, advertising, 
and public relations. 

Also, major medical; guaranteed re- 
renewable; uniform provisions in health 
insurance contracts ; extension of health 
insurance coverage to all forms of medical 
care; extension of health insurance to 
all population groups; the problem of 
increasing costs of medical care; future 
of voluntary health insurance in the U. 
S., and the question of compulsory health 
insurance in the U. S. 

It has been agreed that a joint brochure 
should be prepared describing the health 
insurance educational programs of the 
American College and those of other or- 
ganizations providing health insurance 
education to avoid misunderstanding and 
unnecessary duplication of effort. 

In promoting the Health Insurance 
Diploma Program, which will carry no 
designation, the American College will 
work with HIAA, LUTC, and others 
interested. 

Coordinated with the program will be 
increased activity in the American Col- 
lege’s continuing education program in 
the field of health insurance. This year 
for the first time, three hours of time 
on the CLU Institute programs is being 
devoted to health insurance. E. J. Faulk- 
ner, president, Woodmen Accident & 
Life, conducted the sessions at Univer- 
sity of Georgia; and R. W. Osler, presi- 
dent, Underwriters National, has been 
designated to conduct those at Univer- 
sity of Wisconsin and University of 
Colorado. 

Bruce Gifford, managing director, In- 
ternational Health Underwriters Asso- 
ciation, has indicated that the Health 
Insurance Diploma course might be an 
excellent supplement to the three-day 
advanced underwriting seminars that the 
organization has been conducting at 
Purdue and has been planning to extend 
to other universities. 

A special committee on Health Insur- 
ance Education, which serves as a sub- 
committee of the educational policy board 
of the American College, is handling the 
formation of the ro Chairman of 
the committee is E, J. Faulkner. Mem- 
bers are Bruce Gifford, G. Victor Hallam, 
Tack C. Kier, Jarvis Farley. J. Henry 
Smith, Charles Stevens, W. W. Dotter- 
weich, Jr., Joseph F. Follmann Jr., and 
R. W. Osler. 


sonnel, regulatory 


good 
occupation in 
business. 


As Payments Hit $1,000,000 Mark 





Beneficial Standard Group President 
Reviews Cos.’ Credit Card Experience 


Payments to Diners’ Club members 
have passed the $1,000,000 mark, Joseph 
N. Mitchell, president of the Beneficial 
Standard Group of Insurance Companies 
underwriting the travel accident insur- 
ance program for credit card holders, 
announced recently. 

30,000 payment to the wife of a 
owner who was killed instantiy 
when his car was hit broadside at a 
rural intersection in Ontario, Canada, 
pushed payments on this new method of 
merchandising insurance over $1,000,000. 

John L. Lay, the claimant’s insurance 
agent and president of John L. Lay, 
Ltd., representing the largest insurance 
organization in the British Common- 
wealth, in commending Beneficial Stand- 
ard’s services said: “We wish to express 
our very great appreciation for the 
promptness with which this Diners’ Club 
member’s claim was handled. We are 
very much impressed to have your cheque 
to our client for $30,000 in our hands on 
the 8th day following our dispatch.” 

“Bencficial Standard Group pioneered 
credit card buying of insurance in 1959, 
after a study of the changing insurance 
needs of the mid-century American pub- 
lic revealed the need for more flexible 
coverage and a more convenient method 
of payment,” Mr. Mitchell stated. 


Public’s Response Was Great 


“After a six month test run in Califor- 
nia, public response was so great that the 
program was offered on a _ nationwide 
basis through the vast distribution facil- 
ities of Diners’ Club. Coverage is provided 
for small and large accidents while driving, 
riding, flying, boating, and even for those 
struck while walking. This unique policy 


kennel 


pays full benefits near home and double 
benefits over 50 miles from home,” Mr. 
Mitchell said. 

“During the two years existence of 
this program we have made payments 
arising from almost every form of traffic 
and travel accident imaginable from the 
man whose small finger was injured in 
a minor auto accident to the two $120,- 
000 payments resulting from airplane 
crashes,” Mr. Mitchell continued. 

In the most recent case, the victim of the 
plane crash caused by birds being drawn 
into the plan’s jet engines at Boston was 


identified by his Diners’ Club credit 
card. 
In the other one, a Los Angeles 


physician and his wife were on the last 
leg of their return trip from Europe. 
Their policies were charged to the wife’s 
Diners’ Club account, and the bill for 
$13 had not even been rendered when 
their plane crashed into the Gulf of 
Mexico leaving no survivors. The couple’s 
son and daughter received $120,000 thus 
enabling the completion of a medical 
school education and other family plans. 

A “distinctive feature” of this method 
of marketing insurance through national 
credit cards, as originated by Beneficial 
Standard is its placement—with regular 
commissions and renewals—through in- 
dependent agents and brokers in each 
community at no extra charge to the 
credit card holder who wishes to avail 
himself of the services of his own in- 
surance agent. 

Beneficial Standard Group comprises 
Beneficial Standard Life and Beneficial 
Fire & Casualty of Los Angeles, Fidelity 
Interstate Life of Pennsylvania, British 
Pacific Life of Canada and Vermont Ac- 
cident Insurance Co. 





50% Stock Dividend and 
Cash Dividend Are Declared 


The board of directors of the Combined 
Insurance Co. of America on July 
declared a 50% stock dividend, payable 
August 31 to shareholders of record 
August 10. 

The board issued this dividend, of one 
share for every two held, after a special 
shareholders’ meeting had authorized an 
increase in capitalization from 2,000,000 
shares at $1 par value to 3,000,000 shares, 
also $1 par. 

Previously, the Combined’s board de- 
clared a regular third quarter cash divi- 
dend of 10 cents a share, payable August 
25 to shareholders of record August 10. 
This cash dividend, however, is payable 
only on the 2,000,000 shares outstanding 
prior to the new stock dividend. 

The Combined specializes exclusively 
in writing A. & H. lines through its own 
operations and that of its subsidiaries, 
Combined American of Dallas, Hearth- 
stone of Boston, Mass. and First National 
Casualty of Fond du Lac, Wis. The 
Combined’s earned premium volume for 
1960 was well over $30,000,000 


To Hear Sloane in Sept. 


Harold N. Sloane, CLU, president of 
three downtown New York agencies, will 
address the luncheon meeting September 
19 of the New York Association of 
Health Underwriters. His subject will be 
“A Practical Use of Health Insurance 
for Buy-Out Purposes.” The gathering 
will be at Emil’s Restaurant on Park 
Row, N. Y. Mr. Sloane’s agencies are 
Harold N. Sloane Agency, Gruber & 
Sloane Agency, Inc. and Sickness & Ac- 
cident Agency, Inc., all located at 111 
John Street. 


Kentucky Dental Assn. OKs 
Group Ins. Plan for State 


Kentuckians will soon be offered group 
dental insurance, Dr. Harry E. Moore, 
chairman of the Kentucky Dental Asso- 
ciation’s insurance committee, announced. 

The plan, written by Continental Cas- 
ualty, would cost a family approximately 
$100 a year. It will be operated on a 
deductible basis and will cover all dental 
werk, including fees for dental plates, 

Dr. Moore stated. 

Kentucky is the third state to be of- 
fered dental insurance. Pennsylvania and 
New Jersey now have pilot programs in 
operation. 


Stuyvesant Names Gerhard 
Assistant A. & H. Manager 


Robert A. Gerhard has been appointed 
assistant to John T. Flood, manager of 
the accident and health department of 
The Stuyvesant Insurance Group. Pres- 
ident Maurice G. Olson made the an- 
nouncement. 

Prior to his joining The Stuyvesant 
Insurance Group, Mr. Gerhard was man- 
ager of Group underwriting for Amer- 
ican Casualty in Reading, Pa., He has 
had eight years of experience in the A. 

field. A graduate of Bloomsburg 
State College in Pennsylvania, Mr. 

Gerhard began his career in insurance 
with Nationwide Insurance Co, of Colum- 
bus, Ohio. 


ALL AMERICA IN N. J. 


All American Life & Casualty of Park 
Ridge, Ill., is now licensed to transact 
accident and sickness and life business 
in New Jersey. This brings the total to 
41 states and the District of Columbia. 


KING BILL CALLED “UNTIMELY” 


N. Y. Board of Trade President Swart 
Says Kerr-Mills Law Should be 
Given More Time 
President Philip F. Swart of the New 
York Board of Trade has reaffirmed its 
opposition to the proposed Anderson- 
King bill now under Congressional con- 
sideration. Mr. Swart said: “Few people 
know the details of this proposed bill, 
One hears much ‘about ‘benefits’ but little 

about the limitations and high costs. 

“The Anderson-King bill is untimely. 
The Kerr-Mills law should be allowed 
more time to demonstrate its effective- 
ness. Under this proposed bill, medical 
care for the aged would be given to 
everyone qualifying under social security, 
whether or not in need. It makes no 
provision for over three million aged 
who are not covered by social security. 
It would jeopardize voluntary health in- 
surance programs and reduce individual 
enterprise, _ 

“Conservative estimates of the costs 
of the proposed Anderson-King bill in 
its early years are $2,800 million per year 
with provisions in the bill for costs of as 
much as $5 billion a year, not including 
the costs of providing the additional facil- 
ities and personnel that would be re- 
quired. 

“The Kerr-Mills law already provides 
medical laid for all of our needy senior 
citizens who are not otherwise covered. 
It is voluntary with no loss of freedom 
of choice and is locally administered 
with better economics and medical care. 
Under this law the Federal cost for the 
whole country is estimated to be in the 
area of $200 million per year,” Mr. Swart 
concluded. 





WITHLACOOCHEE FISH WARNED 





Mrs. Bates of St. Petersburg, Fla.—Met. 
Life’s Oldest Health Plan Insured at 
Age 101—Has Gone Fishing 

Mrs. Margaret E. Bates of St. Peters- 
burg, Fla. is enjoying a two-week camp- 
ing and fishing trip on the Withlacoochee 
River in up-state Florida. 

There is nothing particularly unusual 
about a camping and fishing trip. Thou- 
sands of families spend their vacations 
that way each summer. What makes this 
oe ad trip unusual is Mrs. Bates her- 
self. 

In the first place, Mrs. Bates was born 
on March 22, 1860, and will be 102 years 
old on her next birthday. In the second 
place, she is the oldest person to be 
insured under Metropolitan Life’s new 
health plans for senior citizens, which are 
designed to provide benefits to help 
persons lage 65 and over meet the costs 
of hospital care. 

In spite of her advanced age, Mrs. 
Bate’s health is so good that she was 
accepted for a senior hospital policy 
without having to take a medical exami- 
nation. 

Mrs, Bates has been looking forward 
to this fishing trip for months. She can 
look out for herself, she says, and the 
fish in the Withlacoochee had better do 
the same. 


Washington Nat’! Capital 
Stock Increase Approved 


Stockholders of Washington National 
Insurance Co., Evanston, Ill., have ap- 
proved an increase in the paid-up capital 
stock structure of the company from 
$20,000,000 to $25,000,000. The increase in 
capital stock will keep the capital struc- 
ture in line with the company’s in- 
creased assets and business volume and 
will provide additional safety margins 
for the benefit of policyowners. 

A 25% stock dividend will be paid on 
August 15, to stockholders of record as 


of the close of business of July 31. 
The par value of the shares remains at 
$10. Stockholders also authorized issu- 
ance of an additional 125,000 shares of 
stock for use in connection with an in- 
centive stock option plan for key em- 
ployes. 
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Ed. Allen’s 80th Birthday 


A somewhat unique story lies behind 
the 80th birthday celebration of Edward 


M. Allen, formerly chairman of the Na- 
tional Surety Co., on July 19, which was 
also the 15th anniversary of his retire- 
ment. It concerns the presence at the 
celebration of Edward King, chairman of 
Hooper Holmes Bureau, Inc. 

At the time of Mr. Allen’s retirement 
Ed. King joined a group of Mr. Allen’s 
friends for a luncheon in his honor. The 
usual conversation about the future took 
place and Ed. King said he would make 
a definite date to go to wherever Ed. 
Allen might be living to help observe 
his tenth anniversary of retirement. 

It happened that on the tenth anni- 
versary, Mr. Allen and his wife, Gwen, 
were living at Charlottesville, Virginia. 
Sherman Drake, formerly vice president 
and agency officer of the National Surety, 
flew down to Charlottesville with Ed. 
King and joined a group of Mr. Allen’s 
local friends for a day-long celebration 
of the event. 

At that time, five years ago, Ed, King 
made another definite date to join Ed. 
Allen for the celebration of his fifteenth 
anniversary of retirement. During the 
five years, the Allens bought a house in 
Pass Christian, Mississippi and moved 
there. So it was that the party marking 
Ed. Allen’s eightieth birthday and 
fifteenth anniversary of retirement was 
held at Pass Christian. 

On July 16th, a group of Mr. Allen’s 
former associates from Dallas flew over 
and joined a number of his local friends 
for a luncheon in his honor. On July 19th, 
Ed. King flew in and joined the Allens 
for lunch and joined some of the local 
friends for a further celebration. 

Edward Allen is one of the most color- 
ful and widely admired men which the 
insurance industry has produced. During 
his active years, his friends and contacts 
were legion throughout the United States. 
Even now, many of his friends journey 
to Pass Christian to see him. Sherman 
Drake and his wife were there last 
Spring. 

Ed. Allen joined the insurance busi- 
ness in Arkansas and worked his way 
through various agency organizations 
ultimately coming to New York where he 
joined the home office staff of the Na- 
tional Surety Company. He was chair- 
man of National Surety at the time of its 
reorganization and, under its reorganized 
name of National Surety Corporation, 
served, until his retirement, as execu- 
tive vice president. 

* * * 


T. J. Watson, Jr. Principal Speaker 
At NICB Marketing Conference 
Sept. 20-22 


Thomas J. Watson. Jr., board chair- 
man of International Business Machines 
Corp., will deliver the principal address 
at the National Industrial Conference 
Board’s ninth annual marketing confer- 
ence, to be held September 20-22 at the 
Waldorf-Astoria, New York City. 

Mr. Watson, well known in the insur- 














ance industry, is one of more than 85 
business executives who will participate 
in the three-day meeting. He will speak 
at the dinner session on September 21. 
Harold H. Helm, chairman of both the 
Chemical Bank New York Trust Com- 
pany and the Conference Board, will 
preside at this session. 

Sixteen round-table discussions 
focus attention on such 
building a productive 
ordinating mnew-product developments, 
improving sales forecasts, making use of 
advanced research techniques, designing 
sales territories and measuring advertis- 
ing effectiveness. 

The sales outlook for key industries 
also will be analyzed by several panels. 
Among these will be a round-table dis- 
cussion on the long-range sales outlook 
the afternoon of September 21. Ralph 
K. Gottshall, board chairman and presi- 
dent of Atlas Powder Co., will serve as 
chairman. Panelists and subjects to be 
covered include: Benjamin F. Stacey, 
vice president, The First National Bank 
of Boston, the over-all economy; Thomas 
T. Fleming, vice president, marketing, 
Howe Sound Co., metals; Lester M. Cole, 
vice president in ch arge of sales, The 
Warner & Swasey Co., capital equip- 
ment; George H. Struthers, vice presi- 
dent in charge of merchandising, Sears, 
Roebuck & Co., consumer goods, and 
George Cline Smith. vice president and 
chief economist, F. W. Dodge Corp., con- 
struction. 

At the round table on “Successful Sales 
Training Methods” Stanton G. Hale. 
Mutual of N. Y. sales vice president, will 
discuss that company’s program. 

More than 2,000 business executives 
are expected to attend the conference, 
which has heen designed to help sales 
and marketing officers reappraise their 
programs and sharpen their skills for 
developing and allocating sales resources 
for their companies. 
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Job Placements of June College 
Graduates High 


Actual job placements of June college 
graduates have fulfilled or surpassed 
earlier spring forecasts. says the final re- 
port on the 26th annual survey of college 
employment made by Northwestern Na- 
tional Life. Emplovment demand ac- 
celerated during May and_ continued 
strong in June. Late returns filed by some 
of the schools in the survey, together 
with last-minute telephone  re-checks 
made by the insurance firm on some of 
the earlier-reporting schools reveal that: 

Firms which had interviewed freely 
but delayed making actual job comit- 
ments, began hiring extensively as evi- 
dence of an upturn became clearer. 

Firms which had canceled interviewing 
schedules earlier in the spring have since 
requested opportunity to interview any 
candidates who might still be uncom- 
mitted. 

A considerable number of firms who 
had filled their spring campus quotas 


have subsequently called back and asked 
to be put in touch with additional per- 
sonnel. 

The increased pace of employment calls 
has continued at many schools following 
graduation, as firms seek graduates still 
in the market. 

As a result, advance spring estimates 
of percentages of placements by gradua- 
tion have frequently been exceeded, as 
post-commencement figures come in, 


Georgia Institute of Technology esti- 
mated in early May that 90% of its avail- 
able engineers would be placed by grad- 
uation; actual placements were 93%. 

University of Minnesota in a June re- 
check found 90%% of its available engi- 
neers actually placed at graduation time, 
after a May advance estimate of 85%. 


University of Houston estimated 85% 
placements by graduation of all its em- 
ployment candidates in engineering, bus- 
iness and liberal arts; actual score, 90%. 

Stanford University in a post-com- 
mencement report mentioned noticeable 
acceleration in employment during May 
and early June, with a number of early 
recruiters calling back for additional 
men, though all job-seeking graduates 
had been placed excepting some with im- 
minent military service. 


Most of the sample re-checks showed 
improvement over earlier estimates. 
Based on final returns the insurance 
firm’s report concludes that better than 
90% of this June’s engineering and sci- 
entific graduates available for employ- 
ment were placed by commencement 
time, and a substantial part of the re- 
mainder had offers but were still “shop- 
ping.” 

Three-fourths of the 60 engineering 
schools reporting in the survey placed 
90 to 100% of all their job-seekers by 
graduation. At two-thirds of the business 
schools and nearly one-half of the liberal 
arts schools, the number of job offers by 
commencement time was equal to or 
better than last year, and placement of 
candidates ranged from 75 to 100%. 
Nearly all schools in the survey anti- 
cipated practically complete placements 
of any remaining job-seekers from the 
June class by autumn, With actual re- 
sults so far running equal to or above 
earlier estimates, the report concludes 
that these expectations should be fulfilled. 


The general level of starting salaries 
edged up only slightly—two to three per 
cent—from last year. Averages reported 
by most schools in the survey ranged 
between $525 and $565 for engineers and 
scientists, from $425 to $480 for business 
graduates, and between $400 and $460 for 
liberal arts bachelors. 

With the supply of engineering grad- 
uates in a diminishing trend for the 
next few years, “space age” research and 
development are calling for an increasing 
number of engineers, mathematicians and 
physical scientists. Electronics, missiles. 
aircraft, chemical, rubber, electrical 
equipment, petroleum, utility and com- 
munications industries were all active 
markets for engineers and technicians 
this year. Wholesaling, retailing, bank- 
ing, insurance and the service industries 
in general took a large share of the busi- 
ness majors. Corporation management 
training courses took a heavy proportion 
of business ‘and liberal arts men. Ac- 
countants were in record demand both 
by accounting firms and general business, 
at a prevailing salary bracket of $450 to 
$500. Food, pharmaceuticals, advertising 
and publishing were frequently mentioned 
as active markets for business and liberal 
arts people. 

Typical trends of 1961 are pointed up 
in comments by placement officials quoted 
in the insurance firm’s final report: 

Bowdoin College: “For a time offers 
appeared to be slow in developing but in 
the last few weeks many of our candi- 
dates have been receiving several offers 
apiece from companies by whom they 
were interviewed earlier in the spring. 
Already we have the majority of our 
interview dates filled for a year hence.” 

University of Maine: “Some companies 
have been sending job inquiries for grad- 
uates in whom no interest was indicated 
during winter recruiting.” 


Temple University: (Post- -commence- 
ment re-check) “Some companies are 
calling back to ask if we have any people 
still available. Actual placements some- 
what better than earlier estimates (that 
95% of physical scientist job-seekers 
and 80% of business and liberal arts 
availables would be placed by graduation). 
We had to cancel more interview 
schedules this year than ever before 
for lack of candidates. More seniors than 
usual, apparently worried as to their own 
prospects, got out and found jobs them- 
selves.” 

Rutgers University: “A number of com- 
panies who cancelled out several months 
ago have been in touch with us recently 
requesting referrals, We have had a 
satisfying spring.” 

University of Akron (College of Engi- 
neering): “We note special interest and 
highest offers for candidates with two 
bachelor’s degrees—mathematics and en- 
gineering.” 

University of Rochester: “Outlook for 
women is good, particularly with govern- 
mental institutions and in retailing.” 

DePaul University: “There are not a 
few people who feel that the current 
status of employment for college gradu- 
ates is right where it should be. There 
are jobs for all but they have to work 
a little to find them instead of having 
them dropped into their laps as in 1955, 
1956 and 1957.” 

Ohio State University: “Several em- 
ployers who canceled the first of the 
year have later re-scheduled for inter- 
views; Others are calling to say, ‘We 
need more men than we had expected.” 

Northwestern University: “Very few 
cancellations and more new companies 
recruited here this spring.” 

Baylor University : “Dem2.1d for women 
graduates up. This is significant, Even 
public accounting firms are hiring women 
accounting graduates.” 


* * * 


Cure for the Profit Squeeze Offered 
In Pinkerton Handbook 


A_ possibly overlooked cure for the 
profit squeeze is offered management in 
a new handbook published by Pinkerton’s 
National Detective Agency, Inc. It’s a de- 
tailed review of the surprisingly many 
and varied professional security services 
that business and industry can out-con- 
tract to modern-day security agencies. 

First such review of its activities by 
Pinkerton’s, the oldest and largest se- 
curity agency in the field, it’s also be- 
lieved to be the only comprehensive 
management-oriented analysis of its 
kind, relating modern security services 
to present-day needs and problems of 
business. 

Emphasis is on the dollar-savings 
aspects of agency services. The 16-page 
handbook outlines the many applications 
for out-contracted security agency work, 
and cites 13 actual case histories. Sav- 
ings to management in these cases ranged 
from $5,000 a year (for a $500 internal 
survey) to $54,320 (for an investigation 
costing only $1,680). 

Most of the occurrences reported rep- 
resent not once-in-a-lifetime crisis prob- 
lems of management, but everyday situ- 
ations that are continuing profit leaks 
in most business and industry. 

Even in the case of the familiar Pink- 
erton uniformed guard service, the hand- 
book points out that agencies are norm- 
ally able to out-contract trained, super- 
vised plant protection ‘forces, equipped 
with the latest in automated equipment 
at as much as 20% less than it costs the 
company to do it, itself. 

Major categories of security agency 
services covered, in addition to uniformed 
guard and plant protection functions, are: 
internal surveys; applicant background 
investigation; external surveillance. 

Also reviewed are the warning sign 
service, an effective deterrent that very 
often costs nothing; personal protection; 
legal investigation and insurance claims 
work; plain-clothes detective work, as 
well as general investigative work of 
all kinds. 
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Aetna Has 6 Mos. Net 
Income of $2,634,896 


$1,662,234 UNDERWRITING LOSS 


Net Premiums Written in Half Year 
Totaled $85,989,371; Combined Loss 
And Expense Rs Ratio 100.4% 


The Aetna Insurance Co. of Hartford, 
one of the first major fire companies 
to publish its midyear results, shows a 
net income after taxes of $2,634,896 for 
the first six months of 1961. This is 
despite an increase in claims of over 
$5,000,000 during that period. The com- 
parable 1960 net income was $4,649,215. 

Underwriting loss stood at $1,662,234 
compared with a gain of $680,562 for the 
same period of 1960. Investment income 
went ahead to $4,250,205, a gain of $328,- 
919 over the 1960 total. 

Net premiums written by the Aetna in 
the first six months were $85,989,391, an 
increase of $1,855,417 over the comparable 
period last year. This produced an un- 
earned premium reserve increase of $3,- 
382,867. Losses and loss expenses in- 
curred amounted to $51,516,263, an in- 
crease of $5,376,035 over the first half 
of 1960. A substantial portion of this 
increase was due to an unusual number 
of wind and hail storm catastrophes 
throughout the country. 

Assets stood at $325,811,672 as of June 

an increase of $21, 627,023 over last 
year. Policyholders’ surplus at midyear 
was $109,854,414 as compared with $96,- 
970,811 a year previous. Breakdown of 
this surplus was $10,000,000 capital; $7,- 
500,000 voluntary contingency reserve; 
$56,822,102 security valuation reserve, and 
$35,532,312 net surplus. 

The earned-incurred loss ratio includ- 
ing all claim expense for the first six 
months of 1961 was 62.3% compared with 


58.2% last year. The expense ratio was 
reduced from 38.5% to 38.1% through 


continued emphasis on expense controls. 
The combined loss and expense ratio of 
100.4% compares with 96.7% a year ago. 


Healthy 6 Mo. Gains Made 
By Selected Risks of N. J. 


Admitted assets of the Selected Risks 
of Branchville, N. J. amounted to $20,- 
189,559 as of June 30, an increase of 
$2,654,456 over the comparable 1960 
figures. Policyholders’ surplus was $5,- 
876,463, an increase of $1,152,660 since 
June 30, 1960 

Premiums written during the first six 
months of the year, including reinsurance, 
totaled $7,867,222, a gain over the same 
period last year of $618,701 or 8.5%. 

Underwriting operations produced a 
profit before taxes, of $129,988 compared 
with a loss a year ago of $132,754. This 
was in spite of an increase of 9.3% in the 
number of claims reported. 

The incurred loss ratio, including loss 
adjustment expense, decreased from 
64.3% to 60.0% while the expense ratio de- 
creased from 33.7% to 33.5%. 

Investment income for the six months 


totaled $240,348, up 15.9%. 





K. W. S. Soubry Promoted 
To A. & A. Operating Head 


Kenneth W. S. Soubry, vice president 
of Alexander & Alexander, Inc., has been 
appointed operating head of the New 
York office, effective immediately. John 
A. Bogardus, assistant vice president, 
will succeed Mr, Soubry as production 
department manager in the New York 
office. 


Brush Fire Area Rates 
On P. C. Much Higher 


LOS ANGELES AND VENTURA 


Dwelling Owners in These Counties, 
Can Reduce Surcharge by Providing 
Free Space Around Their Homes 


San Francisco, July 28.—Fire insurance 
rates will be increased substantially for 
an estimated 15,000 structures (mostly 
homes) located in the most hazardous 
brush fire areas of Los Angeles and 
Ventura Counties, the Pacific Fire Rat- 
ing Bureau announced today. 


The Bureau said an additional charge 
to the regular premium will be made 
because “it is unfair to pass along to the 
other dwelling owners the dispropor- 
tionate losses that have been and will be 
suffered by residents of these areas 
which experience has shown are so sub- 
ject to conflagration.” 

Each individual owner in such brush 
areas, however, will have an opportunity 
to reduce or completely eliminate the 
surcharge, the Bureau explained, by 
providing clear space (free of native 
brush) around his dwelling or other 
building. The amount of clear space and 
the regular fire protection provided by 
local government will determine the re- 
duction of the surcharge. 

Those areas within the general brush 
area which have the best fire protection 
from local government will pay the 
least initial surcharge. Smaller amounts 
of clear space will be required to reduce 


and possibly eliminate the surcharge. 
Those areas within the general brush 
area which have the least or no local 
fire protection will pay the highest sur- 
charge and greater amounts of clear 
space will be required before the sur- 
charge is reduced or eliminated. 
Effective Dates of Surcharges 


The surcharges, the Bureau said, are 
applicable to all new and renewal policies 
accepted by the company on or after 
July 28, or which are effective after 
September 28, regardless of when ac- 
cepted. 

“Even with good local fire protection,” 
the Bureau said, “the brush poses a very 
great fire hazard. Experienced South- 
ern California fire fighters estimate that 
an acre of brush provides as much fuel 
as 1,500 to 2,000 gallons of gasoline.” 

As an example of the seriousness of 
the losses in the past and what can 
be expected in the future, the Bureau 
estimated that in the Hollywood Hills 
fire of May, 1961, the losses were 20 
to 30 times greater than the statewide 
average. 

The Bureau keeps specific loss experi- 
ence only on a statewide basis, so the 
estimates of losses for individual areas 
are based upon Bureau and fire depart- 
ment inspection of the disaster fire areas. 

The areas in which the new surcharges 
will be made are in the Santa Monica 
Mountains in Los Angeles County and 
Ventura County, and the San Rafael Hills 
and Verdugo Mountain in Los Angeles 
County. 

The Bureau explained that local insur- 
ance agents will have maps clearly defin- 
ing the brush line which will determine 
whether a structure is affected by the 
surcharge. 

First Step in a New Program 

The Bureau, which makes advisory 
rates for most of the fire insurance com- 
panies doing business in the state (with 
approximately 70% of the fire insurance 
premium volume) said that the introduc- 

(Continued on Page 21) 





NAUA Has Revised Auto 
Physical Damage Rates 


EFFECTIVE AUG. 1 IN 3 STATES 


Some Premiums Increased, Others Re- 
duced; States Are Delaware, Maine, 
Massachusetts, and D. of 


Revised rates for automobile physical 
damage insurance effective August 1, in 
three states and District of Columbia are 
announced by the National Automobile 
Underwriters Association on behalf of its 
affiliated companies. The changes made 
are as follows: 

Delaware 

For private passenger cars in Delaware 
premiums on the average are reduced 
seven-tenths of 1% for $50 deductible 
collision coverage and are increased an 
average of 7.1% statewide for $100 de- 
ductible collision coverage. 

For comprehensive coverage, the pre- 
miums for private passenger cars are 
reduced an average of 3.8% statewide. 

The revised premiums for private pas- 
senger cars are applicable to the basic 
physical damage policy and the family 
automobile policy. Premiums for the 
special automobile remain unchanged. 

Premiums for commercial vehicles are 
also revised and the changes result in 
an average statewide reduction of 4.5%. 

Maine 

Rate revision in Maine resulted in an 
average state-wide increase of 2.6% over- 
all. For private passenger cars, pre- 
miums on the average remain unchanged 
for $50 deductible collision coverage and 
are increased an average of 16% state- 
wide for $100 deductible collision cover- 

age. 

For comprehensive coverage the pre- 
miums for private passenger cars are in- 
creased an average of 11% statewide. 

The revised premiums for private pas- 
senger cars are applicable to all physical 
damage policies, including the family 
automobile policy and the special auto- 
mobile policy. 

Premiums for commercial vehicles are 
also revised and the changes result in 
an average statewide increase of 1.2%. 

Massachusetts 


Rate revision in Massachusetts resulted 
in an average statewide increase of 
1.7% overall. For private passenger cars, 
premiums are increased an average of 3.6% 
statewide for $50 deductible collision 
coverage and an average of 3.8% state- 
wide for $100 deductible collision cover- 
age. 

For comprehensive coverage, the pre- 
miums for private passenger cars are 
reduced an average of seven-tenths of 
1% statewide. However, on certain 
models which contain large areas of 
glass, chiefly windshields, an additional 
premium of $3 will be charged for full 
coverage comprehensive. 

Premiums for commercial vehicles are 
also revised and the changes result in 
an average statewide reduction of 44%. 

District of Columbia 

Rate revision in District of Columbia 
resulted in an average reduction of 2.5% 
overall. For private passenger cars, 
premiums are reduced an average of 
78% for $50 deductible collision cover- 
age and on the average remain un- 
changed for $100 deductible collision cov- 
erage. 

For comprehensive coverage the pre- 
miums for private passenger cars are 
increased an average of 4.8%. 

The revised premiums for private pas- 
senger cars are applicable to all physical 
damage policies, including the family 
automobile policy and the special auto- 
mobile policy. 

Premiums for commercial vehicles are 
also revised and the changes result in 
an average increase of 1.2%. 


BARCLAY HARDING RECOVERING 
Barclay Harding, president of the San 
Antonio Insurance Exchange, is in the 
hospital recovering from a heart attack. 
He is reported to be making satisfactory 
progress toward complete recovery. 
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261 Persons to be Awarded 
Ins. Institute Certificate 


Dr. Harry J. Loman, executive vice 
president of the Insurance Institute of 
America, Inc., announced last week that 
requirements for the Institute’s certifi- 
cate were completed by 261 persons from 
77 cities, who took the examinations 
given May 22-24. They will receive their 
certificates at the Institute’s annual meet- 
ing November 14 in New York, or at a 
local public insurance group meeting 
whenever such arrangements can be 
made. 

Dr, Loman further announced that the 
overall passing ratio for the A, B and C 
examinations in May was 70.6% when 
2,135 examinations were taken by 1,802 
persons. “This represents the largest 
single year increase in both examina- 
tions and examinees the Institute has 
ever experienced and compares with the 
figures for Miay, 1960 as follows: 1,331 
examinations taken by 1,112 persons who 
attained a 75.6% passing ratio. In May 
of this year the examinations were given 
in 185 cities in 44 states. 

“Inasmuch as 231 persons completed 
in January, 1961, there will be a total 
of 492 to receive the Certificate during 
the current year. This, too, is a new 
high record for the Institute. 

“Since the first series of examinations 
was given in 1953 under therevised ed- 
ucational program, 2,420 persons have 
been awarded the Certificate.” 

The next examination series of the In- 
stitute will be conducted on January 
22-24, 1962. 


Brush Fire Rates Up 


(Continued from Page 20) 


tion of the brush fire hazard surcharge 
in Los Angeles and Ventura Counties 
was the first step in a program that 


eventually will be applied to all such areas 


within the state. 

“Insurance companies are anxious to 
provide insurance where they stand a 
reasonable chance of making a profit. 
There has been no such prospect in the 
brush areas, and, as a result, the avail- 
able market for insurance has been 
restricted. It is hoped that a more 
adequate rate will alleviate this situa- 
tion,” the Bureau said. 

The Bureau said that for a house in- 
sured for $20,000 with less than 30 feet 
of clear space, the surcharge would 
range from $100 per year in an area 
with the best local fire protection to 
$320 per year in an area of no local 
protection. 

The type of local protection is graded 
according to standards established for 
national use by the National Board of 
Fire Underwriters. There are ten classes 
of such protection. Class 1 is the very 
best. Class 10 has insignificant or no 
protection at all. 

For the purposes of this surcharge, 
these protection classes are grouped. 
Classes 1 through 4 will carry the same 
initial surcharge and clear space require- 
ments for the elimination of the sur- 
charge, Classes 5 and 6 comprise another 
group; Classes 7 and 8, another group, 


F. E. Dougherty, V. P. of 
The Glens Falls, Dies 


Francis E. Dougherty, vice president 
of the Glens Falls Group in charge of its 
central department (Chicago), died re- 
cently in Evanston, III. 

Mr. Dougherty was twice captain of 
earn, ue basketball teams at Ford- 
ham University, where he was graduated in 
1929. He was selected by New York sports 
writers as captain and guard of the All- 
Eastern Collegiate basketball team of 
1929. 

He joined the Glens Falls after leaving 
college, was assigned to the central de- 
partment in 1957 and became a vice pres- 
ident two years ago. 

He leaves his wife, the former Mary 
Kelly; two sons, Paul and David, and 
a daughter, Deann. 


Hawkeye-Security Names 
Hutchings Head of Methods 


Don Hutchings has been appointed 
head of methods and procedures of 
Hawkeye-Security Insurance Co. and 
United Security Insurance Co., it is an- 
nounced by W. L. Cobb, president of both 
companies. Hawkeye-Security and United 
Security are members of the insurance 
group of Financial General Corp. 

In his new assignment Mr. Hutchings 
will establish methods and procedure op- 
erations for all departments of the com- 
panies. He formerly served as chief of 
home office automobile underwriting. 

Lee Inhofe, former assistant chief of 
the automobile underwriting division, has 
been named division chief, to succeed 
Mr. Hutchings. Mr. Inhofe joined the 
group in 1959, 





and Classes 9 and 10 the final group. 

Sixty feet of clear space in areas 
carrying Class 1-4 will reduce the sur- 
charge from $100 to $50 per year for the 
sample $20,000 home, and the surcharge is 
completely eliminated in Class 1-4 when 
200 feet of clear space is provided. Yet, 
in areas carrying Class 9 and 10, the first 
100 feet of clear space will not reduce the 
rate at all. At 300 ifeet the surcharge 
will be cut in half and eliminated alto- 
gether at 500 feet. 

“Obviously, those areas where there 
is no local fire protection provide the 
greatest potential for loss, even though 
there are hundreds of feet of clear space 
around the structure,” the Bureau said. 

“Flying brands have been known to 
carry a quarter- -mile in the wind and 
ignite a new area,” it was pointed out. 

The Bureau further said it did not 
think most of the residents in the brush 
area could provide enough clear space to 
completely eliminate the surcharge. 
For one reason, the owners might not 
own sufficient property around their 
homes to provide the necessary clear 
space. But owners would be able sub- 
stantially to reduce the surcharge in most 
instances. 

For the purposes of this surcharge, 
the Bureau has issued rules to determine 
the measurement of the clear space, with 
special provisions for steep slopes. Cul- 
tivated shrubs, trees or ground covers are 
permitted in the clear space. 





OFFICES LIMITED 
REINSURANCE 


116 JOHN STREET - NEW YORK 36, N. Y. 
4665 CALIFORNIA STREET + SAN FRANCISCO, CAL. 


LONDON «+ PARIS 
VANCOUVER - 


MONTREAL ° 





¢ SYDNEY - TORONTO 


MEXICO CITY 





Pontiac Bonneville Convertible 
by Red Chick, Inc., Suffern, N. Y. 


Mother, may I go in to swim. 
Yes, my darling daughter, 
Hang your clothes on a hickory limb, 


But don’t go near the water. 


Mama’s advise was wisdom true 
For me, her darling daughter. 
For when I dove in the water blue 

I knew I hadn’t oughta. 


Behind the tree lurked Sneaky Pete, 
His mind on larceny. 

And while I frolicked in joy complete, 
He raided the hickory. 


Mama was calm when I came home, 
Car and clothes absentee. 

The reason, she said, she wasn’t alarmed: 
I was covered by G F & C!* 


* Personal effects covered by G. F. & C, Inland Marine Division 





GENERAL FIRE AND CASUALTY COMPANY 


(A Multiple-line Stock Company) 
Home office: 1790 Broadway, New York 19, N. Y. 





Philadelphia Newark Chicago 
Pittsburgh Minneapolis Lexington, Ky. 
® Jacksonville, Fla. Coral Gables, Fla. Ruston, La. 


Insurance written through agents and brokers only 
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ROYAL-GLOBE’S new apartment 
house policy plus boiler and 
machinery, with savings up to 20% 


Royal-Globe has pioneered this new dimension in 
packaged coverage. Royal-Globe agents are first in 
offering the new apartment house owner's policy with 
a BIG PLUS: boiler & machinery coverage, designed and 
introduced by Royal-Globe, tailored for apartment 
house owners and motels, and subject to the same com- 
petitive rate reductions (up to 20°/o) as the rest of the 
policy. Call your Royal-Globe fieldman for more infor- 
mation about this BIG PLUS policy which is now avail- 
able in many states. 


















INSURANCE COMPANIES New York 38, New York 


ROYAL INSURANCE COMPANY, LTO. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 








Nichols Interviewed by Station WRUL 


On Hemispheric Insurance Conference 


James O. Nichols, president of American Foreign Insurance Association, was re- 
cently interviewed by Station WRUL—W orldwide Broadcasting (the foreign division 
of the Metropolitan Broadcasting System) on the forthcoming Hemispheric Insurance 
Conference which will take place October 23-29 at Lima, Peru. Mr. Nichols, as pre- 
viously announced, will be the leader of the United States delegation to the conference 

The Spanish translation of the interview was done by Jorge Zbinden, translator at 
AFIA’s head office in New York. Interviewers of Station WRUL were Thomas Alder- 
man and Arturo Carvallo who discussed with Mr. Nichols the purpose of the Hemi- 
spheric Insurance Conference and by whom it would be attended. The interview (ques- 


tions and answers) follows in full: 


1. What is the purpose? 

“Its primary objective is to improve the 
business climate for the operation of 
United States insurance companies in the 
Latin American countries. To accomplish 
this purpose, experience has shown that 
establish close 
insurance com- 


the best method is to 
with the 
Latin America and to help 
preserve the spirit of free enterprise in 
the insurance industry in the Western 
Hemisphere. 

2. What does the Conference hope to 
accomplish? 

“Insurance executives from the United 
States will have the opportunity of form- 
ing personal and business relationships 
with the leaders of the insurance in- 
dustry in the countries of Latin America. 
These Conferences have brought about 
increased interest on the part of the 
United States companies in extending 
their facilities to Latin America, both 
for the writing of direct business and, 
more especially, through the exchange of 
reinsurance business. 


relationships 
panies of 


“By developing a closer relationship 
with the insurance companies of Latin 
America, we believe that we _ have 
strengthened those companies and we 
also feel that the trend which had been 
developing toward the establishment of 
government reinsurance monopolies, gov- 
ernment entry into the insurance business 
and nationalistic discrimination against 
foreign insurance companies appears to 
have been brought to a halt. 

3. Who will be there? 

“There will be a United States delega- 
tion headed by James O. Nichols, presi- 
dent of the American Foreign Insurance 
Association, who is a member of the 
United States Chamber of Commerce 
insurance committee and is chairman of 
its advisory committee on the Hemi- 
spheric Insurance Conference. It is ex- 
pected that about 40 insurance executives 
will attend and will represent all seg- 
ments of the insurance industry as well 
as all classes of business. 

“The United States delegation will ac- 
tively participate in the Conference, and 
it is expected that this gathering, as 


Consultants 


best. 


PRITCHARD AND BAIRD 
REINSURANCE 


those in the past, will prove to be fruit- 
ful and productive. The United States 
insurance executives will have the op- 
portunity of meeting with and discuss- 
ing problems of common interest with 
300 or more insurance executives from 
the Latin American Republics. 

“The host country will be Peru. They 
are in the course of developing a Con- 
ference program of meetings and social 
events. The senior officials of the in- 
surance companies in Peru plan to make 
this a memorable meeting. I am sure that 
the cordial welcome we will receive and 
the warmth of the hospitality that will be 
extended to us and the new friendships 
that will be made, will make this Con- 
ference something to be long remem- 
bered by all those who attend and will 
contribute much to the sound expansion 
of the insurance business in the Western 
Hemisphere and to the development of 
those personal relationships so essential 
for understanding of each other.” 


GAB Shifts Kracke to N. Y., 
Corrigan, Fall River Mgr. 


Earl F. Leach, general manager of 
General Adjustment Bureau, Inc., an- 
nounces that effective August 1, Fred 
Kracke will become general adjuster at 
the New York City adjusting office. Don- 
ald T. Corrigan will succeed Mr. Kracke 
as branch manager at Fall River, Mass. 

Mr. Kracke, a civil service school 
graduate, joined GAB at Jamaica, N. Y. 
in 1947. He served in the Hempstead, 
and New Bedford offices. During 1955 he 
was appointed branch manager at Fall 
River. He has completed GAB’s casualty 
and business interruption schools. 

Mr. Corrigan, graduate of Providence 
College, joined GAB in 1954 at New Bed- 
ford, was transferred to Fall River in 
1955 where he has served continuously 
to date. He has completed GAB’s fire and 
inland marine schools. 


NEW HAGERSTOWN ADDRESS 

The Hagerstown, Md. branch office of 
General Adjustment Bureau, Inc., is now 
located at 498 North Potomac Street, 
P. O. Box 416. 


Intermediaries 


Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO” 


123 William Street, New York 38, N. Y. 
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GAB Reports Settlement 
Of Area Storm Claims 


Nearly 14,000 insurance claims totaling 
more than $4,000,000 in losses have been 
paid by capital stock insurance com- 
panies as a result of Shreveport’s March 
hail and windstorm, General Adjustment 
Bureau has reported. 

During a three-month period last 
spring, 194 towns and cities were hit by 
tornadoes, hail and windstorm. The wind 
and hail which raked the Shreveport area 
on March 27 was considered a catas- 
trophe. The GAB rushed additional 
claims men into the Shreveport area im- 
mediately following the March storm to 
expedite settlement of losses. 


The GAB is an organization of some 
3,600 insurance claims specialists work- 
ing for the capital stock companies. The 
organization maintains departments in 
New York. Chicago, Atlanta, Dallas and 
San Francisco, with 700 branches. 

When a severe storm or other catas- 
trophe strikes, adjusters are immediately 
dispatched to distressed areas. In the 
case of advance storm alerts, adjusters 
frequently are on the scene in extra num- 
bers even prior to occurrence. 


Utah Switches Its Fire 


Insurance to New System 


Effective Aug. 1, Utah’s multi-million- 
dollar fire insurance operation will be 
switched to a new system, according to 
Clark R. Hopkins, State Finance Com- 
sion member. “The result will be a large 
savings for the taxpayers but, a cut in 
commissions for many agents,” he said. 

Estimated premium cost for this new 
fire insurance program will be $98,000 
a vear, compared with an _ estimated 
$142,000 under the old program. 

Under the new system, there are nine 
agents and nine companies responsible 
for the coverage of more than $100 mil- 
lion of state property. 

Tracy Insurance Agency is the agent 
of record and Hartford Fire is the com- 
pany of record. They will receive 25% 
of the business. In exchange, the agency 
will service the account and advise the 
state on the entire program. 

State property will be placed under a 
new public and institutional property fire 
rating classification, saving Utah about 
25% in premium cost. 

The state will save another 15% in in- 
suring only those losses above $1.000 

Presently the state has about 300 dif- 
ferent policies. Each firm paid its pro- 
rata share of each loss, ‘frequently re- 
sulting in processing of checks of less 
than $1 made out to the state, said Mr. 
Hopkins. 


Utah Considers Revamping 
Of Agent Licensing System 


Attorney General Walter L. Budge of 
Utah has been asked for a ruling on a 
proposed revamping of the state’s ma- 
chinery for licensing insurance agents. 

The proposal, copied from Colorado, 
would provide for continuous license, 
made good for each year by company 
completion of an application form. 

E. Virgil Norton, State Insurance Com- 
missioner, said the system would save 
“thousands” in the current expense of 
having secretaries fill out licenses every 
year. 


SAN ANTONIO AGENT DIES 
Frank L. Jones, 64, head of his own 
agency in San Antonio, Texas, since 1946, 
died July 18. He was president of the 
San Antonio Knife and Fork Club, a 
charter member of the Trinity Baptist 
Church, serving as a deacon in his 
church; he was a Mason and member 

of San Antonio Insurance Exchange. 
He is survived by two sons, Frank L., 
Jr., associated with him in the agency, 
and Robert C.; a daughter, Mrs. Lee 
Ricks, wife, two brothers and a sister. 


A. C. Kenyon to Rochester 
As Aetna’s Branch Manager 


Promotion of Arthur C. Kenyon to 
manager of the Rochester, N. Y. office 
has been announced by President H. M. 
Mountain of the Aetna Insurance Co. 

Mr. Kenyon started in 1937 following 
graduation from Dartmouth College. 
After specialized training at the Aetna 
home office, he served as special agent 
in Eastern New York state and then in 
1945 was transferred to Rochester be- 
coming associate manager for that terri- 
tory in 1956. Announcement is also made 
of the transfer of Lester W. Stuhlman, 
special agent, from the Jacksonville, Fla. 
office to Rochester. Mr. Stuhlman and 
Special Agent Chapin Blake, who is 
presently of the Rochester office, will 
assist Mr. Kenyon. 


J. L. Flach State Agent in 
Conn. For Appleton & Cox 


Joseph L. Flach has been named state 
agent for Connecticut by Appleton & 
Cox, insurance underwriters and man- 
agers. He has joined forces with Man- 
ager W. N. McConnell in the Hartford 
branch office. 

For the past eight years Mr. Flach 
has represented a competing company 
in a Similar capacity, in the Connecticut, 
Massachusetts and Rhode Island terri- 
tories. He is a resident of Hamden, 
Conn. 


H. Jecklin of Swiss Re. Retires 


Swiss Reinsurance Co. of Zurich an- 
nounces the recent retirement of H. 
Jecklin, deputy manager. 

Tribute was paid to Mr. Jecklin for his 
valuable services to the company as well 
as to the advancement of actuarial 
science by P. Keller, board chairman. 


N. S. PIERSON GETS N. J. POST 
National Union Insurance Companies 
has named Norwood S. Pierson as pro- 
duction manager of their East Orange, 
N. J. office. Mr. Pierson attended the 
Newark Extension Division of Rutgers 
University and received a certificate in 
insurance and economics. 


Buffalo to Install Univac 
Solid-State Computer 


The Buffalo Insurance Co. has signed 
a contract with the Univac Division of 
the Sperry Rand Corp. for the installa- 
tion of a Univac solid-state computer 
system, President Victor T. Ehre an- 
nounces. 

“With the installation of this Univac 
computer,” Mr. Ehre said, “Buffalo In- 
surance will further modernize its office 
procedures and obtain valuable and nec- 
essary management reports beyond any- 
thing we have been able to do in the 
past.” 

He said the system’s accumulation of 
statistical information—“a lot more of it 
and a lot faster”—will include everything 
from actuarial figures needed in rate 
making to computins payroll and even 
writing of policies. The new computer 
svstem which will replace an older model 
Univac, is to be delivered by Aug. 1, 

962 


Add Greenwood and Casey 
To Training Center Staff 


Joseph B. Greenwood and B. T. Casey, 
Tr. have been added to the staff of The 
Hartford Insurance Group’s training 
center. They will serve as instructors in 
the fire and inland marine section. 

Mr. Greenwood joined The Hartford in 


1951 as an automobile underwriter for 
the New York Underwriters in New 


York City. Since 1954 he has been a 
special agent in Cleveland. He was a 
faculty member of the Insurance Insti- 
tute’s schools in Ohio for five years and 
is on the executive committee of the 
Ohio Fire Prevention Association. 

Mr. Casey has served as an inland 
marine special agent for Connecticut 
and Rhode Island for the past year. 
Associated with the Hartford since 1947, 
he previously was a special agent in 
Maryland for two years and served in 
various home office departments. He 
attended the University of Notre Dame 
and the University of Maryland. 





TO MEET AT EUGENE, OREGON 
The 33rd annual 


convention of the 


Oregon Association of Independent In- 
surance Agents, set for September 14-16, 
has been changed from Portland to 
Eugene. 
tend. 


Over 500 are expected to at- 







































































































































































































You will see 


THE GIG) DIFFERENCE 


in commission income if you sell 
INSURANCE-TO-VALUE 
to every policyholder! 


THE MANHATTAN FIRE & MARINE INSURANCE CO. 
GUARANTEE INSURANCE CO. 


MULTIPLE LINE » NATIONWIDE - FAST SERVICE 


Executive & Regional Offices 
111 John St., New York 38 - 


Branch Offices in —— and Los Angeles. Service Offices and 
General Agents in Princ 


Producers who work with us say: “Very Good People to Deal With” 






THE MANHATTAN-GUARANTEE 


INSURANCE COMPANIES 


‘ i NANLE 






550 Kearny St., San Francisco 8 
pal Cities throughout the United States 


T. B. LEE ASSIGNED TO TEXAS 
Assistant U. S. Manager of Commercial 
Union-North British to Head Operations 

In State at Dallas; His Prominence 

The Commercial Union-North British 
Group has transferred Assistant U. S. 
Manager T. B. Lee from its New York 
office to ‘Dallas, Texas, where he heads 
the companies’ operation in that state. 

“This move is designed to strengthen 
the Commercial Union’s organization in 
Texas and recognizes the rapidly growing 
importance of that state in relation to the 
Group’s countrywide operation,” U. S 
Manager F. B. Kelley advises. 

Mr. Lee, native of Texas, attended 
Baylor University. After field service in 
that state, he was appointed secretary 
of Commercial Union in 1950 and sub- 
sequently became deputy assistant U. S. 
manager. He has held his present posi- 
tion since 1955. 

Currently Mr. Lee is a member of the 
committee on arson, theft and fraud of 
the National Board of Fire Underwriters 
and of the executive committee of the 
Texas Insurance Advisory Association. 
He served on the executive committees 
of the Arkansas and Puerto Rico In- 
spection and Rating Bureaus and the 
Texas Fire Prevention and Engineering 
Bureau. He is a past chairman of the 
Texas Insurance Advisory Association 
and the conference of Special Risk Un- 
derwriters. 








®> "WANDA" 


Wohlreich & Anderson 
Ltd. 


B. J. DAENZER, PRESIDENT 


55 JOHN STREET 
NEW YORK, N .Y. 


Digby 9-3020 


DO IT YOURSELF KIT 
FOR "ALL RISK" 


Buildings—Contents—U. & O. 
All Perils Included 
Flood—Earthquake— 
Burglary—Water—Damage 
—Collapse—Transit 


"Wanda" will help you design 
a cover to fit your clients’ needs. 
All Risk protection available for 
principal and "other" locations. 


Written as First Loss, Full 
Cover or Parasol. Deductibles 
of your choice from $250 up. 
"Wanda" know-how is available 


to all Brokers and Agents. 


Please give me full information on 
your facilities. ai 


Name 





Address 








City — 


Phone 





Mail to "WANDA" 
55 John Street, N. Y. C. 


“Wanda solves your problems” 
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Importance of Umbrella Liability Ins. 


To Large Buyers; Things to Remember 


By Bernarp J. DagnNzER, CPCU 
President, Wolreich & Anderson, Ltd., New York, N. Y. 


When Bernard J. 


American Management Association in 


Daenzer addressed 
New 
“The Large Buyer’s Need for a World Market of Insurance.” 


the recent Insurance Conference of 
York he spoke comprehensively on 
Press reviews were 


printed at the time but no actual reproduction of his manuscript copy nor charts 


were available until now. 


So in a spirit of cooperation we are glad to run the 


following portion of Mr. Daenzer’s manuscript, embracing his thoughts on “Um- 


brella Liability,” 


This is a class where some transition is 
taking place. Some domestic companies 
have started in the field, many with 
restricted forms. The Insurance Co. of 
North America comes closest to London 
Lloyd's in breadth of coverage. From the 
standpoint of underwriting and experi- 


ence, however, the “domestics” still have 
a long way to go. Comparison charts 
are available, but they are not of too 


much use because of the fluidity of the 
domestic market at this time and the 
individual changes in contracts requested. 
The important thing is to see to it that 
all organizations in need of “an Um- 
brella” are covered. 


I believe that a chart is needed to have 
the corporation understand better the 
mountains, the valleys and the gaps in 
its existing basic program. We still find 
that intelligent insureds do not realize 
certain facts about “the Umbrella.” For 
example: 


1. That there is no corridor above the 
basic program. As you can see from the 
chart, as soon as you exhaust a limit, 
either per person, per accident or in the 
aggregate, you have a full $1,000,000, 
$2,000,000, or whatever you bought, going 
directly up from the basic. 


2. The Umbrella does not have a level 


Ww 


and to reproduce the chart to which he refers. 


top. The top is mountainous as you can 
see from the chart with peaks over the 
high points of the basic program. 


3. The Umbrella comes down to a point 
of $25,000 self insured wherever there 
is a gap in coverage or an exclusion in 
one of the basic insurance policies. 

In the chart again I have taken a 
simple program as an example with just 
one automobile policy at $100/300,000 
bodily injury and $100,000 property 
damage, a comprehensive general liabil- 
ity at $100/300,000 bodily injury and 
$100/100,000 property damage, a bailee 
policy with a single limit of $200,000, a 
workmen’s compensation policy which is 
unlimited on statutory and has $25,000 on 
Section “B”. You will note how the 
umbrella is a blanketing thing, giving a 
combined single limit which moves up 
and down over this whole program. 

The first important principle in buy- 
ing an Umbrella is that you are buying 
this one combined single limit at once, 
which is cheaper in itself, instead of 
going to each carrier for excess limits. 

Truthfully, you cannot pick where you 
are going to have your big loss. The 
smallest truck can hit a train. A negli- 
gent employe can burn down a whole 
block of buildings, a product can explode 
in a warehouse with losses of fantastic 
proportions. 





Instead of going through the wording 
which anyone can read, let us go over, 
in detail, the interesting gaps which are 
covered above the self insured retention, 
as shown in the chart. The exclusions 
in the Umbrella are fantastically minimal 
so that you do pick up a lot of new 
coverage: 


World-Wide Cover 


1. World-wide cover. As a _ Lloyd's 
representative, we are appalled to see 
what comes up in applications. So many 
firms take no action when they start 
trading abroad. They may have products 
which they are selling in the Philippines, 
Japan or Central Europe. They may 
send employes abroad to check on instal- 
lations of others, several engineers to 


South America each year. They may 
have actual sales offices in the Far 
East, Africa, Europe. Many fail to 


understand that their ordinary domestic 
policies do not follow them abroad. 
London can cover anywhere in the world, 
even behind the Iron Curtain. 


2. Personal Injury. This opens up the 
whole book of torts: False Arrest—with 
all of the trained shop lifters in the 
racket, Wrongful Detention or where 
someone has been locked into a Depart- 
ment Store or a Warehouse, or even a 
manufacturing building. Discrimination, 
whether it is racial, religious or other 
types, Humilliation and Invasion of 
Privacy—in hospitals and in company 
clinics—Defamation when someone asks 
your Personnel Manager “to really tell 
him about the employe he sacked.” 


There is no longer Infringement of 
Patents hidden in the Umbrella, but there 
is Infringement of Copyright, Libel and 
Slander, etc. for the advertising ac- 
tivities. 


3. Occurrence P. D. Domestic com- 
panies are willing to grant occurrence 
B. I. but not often Occurrence P, D. No 
doubt you are all familiar with down- 
stream polutions and smoke damage to 
nearby properties. Chemical firms have 
a special problem, as evidenced by claims 
because of damage to growing crops, or 
damage to all of the cars in an adjoin- 


‘WOHLREICH & ANDERSON, LTD. 


SS JOHN STREET 
NEW YORK 38, N.Y. 
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MO. WIND AND HAIL LOSSES 


Eight wind and hailstorms that hit 
Missouri during the first half of 1961 
caused total insurance claims of $5,500.- 
000, including $714,000 in St. Louis, B. G. 
Gregory, executive secretary, Insurance 
Board of St. Louis, has revealed. The in- 
surance loss figures are given by the mid- 
western office of the General Adjust- 
ment Bureau, Inc. 

Wind and rain storms that swept across 
Missouri and Illinois on July 21 caused 
considerable property damages, perhaps 
up to $1,000,000. Areas hit hardest were 
Sedalia, Columbia and Taylor, Mo. and 
Quincy and Champaign-Urbana, III. 





ing parking lot. Products Occurrence 
P. D. is a fascinating, but a costly cover. 
In the December issue of the CPCU 
“Annals,” the Northern California Chap- 
ter of CPCU made an exhaustive study 
of Umbrella liability and included many 
examples of loss. The tar paper sold 
to super markets, which caused condem- 
nation of food- stuffs over a period of 
time, is an interesting example in that 
article. You may, of course, have the 
problem of providing in your manufac- 
turing a small unit which is intended for 
a large generator or a delicate piece of 
machinery or vehicle. Over a period of 
time the entire mechanism may be ruined 
and must be replaced because of the 
defect of product. 


4. Blanket Contractual. The coverage 
is there, whether oral or written. No 
matter how you try to do it, you cannot 
get the sales department or even the 
general counsel to clear all agreements 
with the Insurance Department, the bro- 
ker or the consultant. It may turn out 
someday that you are holding an entire 
city harmless. So often you believe that 
all contracts are covered, present and 
new, but really this may not be so. The 
coverage in the contract may be really 
limited. 


Care, Custody and Control 


5. Care, Custody and Control. This is 
the biggest loophole in the C.G.L. You 
may discover that you have in your 
custody whole buildings, expensive data 
processing machinery, leased equipment, 
property sent to you on a bailment, 
property under construction, or in your 
custody during installation. The big 
advantage of the “Umbrella” is that you 
no longer have to worry about what is 
going to be construed by the courts as 
“in your custody”. If you do have a 
division which is making an installation, 
whether they are working on part of 
the building, testing the equipment, 
checking the towers or checking the 
generators, you have the coverage. There 
have been some interesting situations of 
late with real estate firms with respect 
to whether or not entire buildings are 
in their custody. Every firm has some 
leased properties. The Umbrella applica- 
tion requires a declaration of all real 
property and personal property known 
to be in the custody of the insured at the 
time of the application and over the 
$25,000 self insured limit. 

In our own firm we prefer to cover the 
known exposures with a direct cover 
wherever we can, add it into the all 
risks package and provide an assumed 
cover, i.e. coverage without question of 
fault. With unusual lease-back arrange- 
ments, or any unusual lease holdings, 
this whole area should be handled with 
the greatest degree of care. 


6. Malpractice. You may hire a doctor 
or a nurse, or you may even refer 
patients to a doctor or a nurse. The whole 
area of malpractice and errors and omis- 
sions, as respects consequential damage, 
can be vague but serious for a manufac- 
turing firm. 

7. Employers Liability. It is surprising 
how many large insureds carry only 


$25,000 or at most $100,000 on section “B” 
of their workmen’s compensation policy. 
Consider the unusual exposures in: a) 
foreign operations, b) employes in cer- 
tain monopolistic State Fund states, c) 
casual employes who are excluded from 
(Continued on Page 28) 
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The Hanover Insurance Company 
Massachusetts Bonding Department 
The Fulton Insurance Company 
Massachusetts Bay Insurance Company 







EXPANDED OPERATIONS 










Agents representing the companies of The Hanover Insurance 
Group gain, as of July 1, 1961, the expanded facilities 
and services made possible by the merger of the Massachusetts 
Bonding and Insurance Company and The Hanover Insurance Com- 


pany. 


The benefits of this consolidation will accrue to policy- 
holders in augmented claims facilities, enviable finan- 

cial strength and improved facilities for property, cas- 
ualty, fidelity, surety and accident and sickness coverages. 












Agents of the combined organizations will enjoy a greatly 
strengthened competitive position. In addition, intensi- 
fied field services will make readily available to our agents 
the diversity of skills and experience resulting from the 


consolidation. 
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L. 1. L., Builds 


A program, designed to help insurance 
agents develop a working liaison with the 
local press and build better public un- 
derstanding of the property and casualty 
insurance industry, has been undertaken 
by the Insurance Information Institute 
in cooperation with the National Asso- 
ciation of Insurance Agents. 

Early this spring the I.I.I, developed 
“Agents’ News Service,” a series of col- 
umns written for the insurance buying 
public covering the broad spectrum of 
the industry. The columns were distrib- 
uted to independent agents and agents’ 
organizations across the country. 

Responsibility for publication of the 
material is assigned to the agents who 
have been encouraged to edit the col- 
umns to fit local situations and to place 
them with community weekly and daily 
newspapers. 

The columns run about 250 words and 
deal with insurance topics varying in 
range of interest from fire prevention 
recommendations to the application of 
surety license bonds. 


Progress to Date 


To date, two sets of 12 weekly col- 
umns have been distributed to 400 agents 
and agents’ associations. They are now 
appearing regularly in more than 20 
weekly newspapers and in several dailies. 

Commenting on the program an agent 
from Carmi, IIl., wrote: “We have. used 
newspaper advertising for 30 years but 
have never had favorable comments on 


NEWS 


Agents’ News Service, Developed by 


Local Press Liaison 


our ads such as heard since we started 
using the columns prepared by you. Our 
customers and those who are not our 
customers have commented about them 
(the columns) to us and to others.” 

An Inwood, L. I., insurance agent said 
provisions have been made to publish 
the columns in four Long Island weeklies, 
and from Roanoke, Va., an agent said: 
“This is an excellent service and we will 
use it to the fullest. Our papers always 
call the public relations man of a direct 
writer; now they can get some of our 
information.” 

The Associated Insurors of Geneva, 
N. Y. reported: “For the first time in 
many years we have really had cooper- 
ation from the management of our local 
newspaper.” 

The columns make no attempt to sell 
insurance but are intended to explain the 
economic role of the industry, describe 
the coverages available and attempt to 
answer everyday questions concerning all 
aspects of property and casualty insur- 
ance. 


INA Agency Builder Plan 


(Continued from Page 1) 


ing into an Agency Builder agreement 
for a significant portion of the new 
salesman’s salary and car allowance for 
a maximum period of four years until 
such operating costs have been repaid 
INA from commissions credited, At that 
time, the agreement terminates and the 
salesman is on a straight commission 








Small Manufacturers Causing You Problems? 


If so, there are a lot of angles to check before advising your client 


or prospective client about proper coverage. 


It’s important to establish a “horsepower level” when determining 
the need for machinery coverage—and to know the situations where 


water damage coverage is most important. To make sure you're not 


overlooking these or any other items, you can use our May issue of 
“POINTERS” as a checklist. Why not write or phone for your copy 


now? 


AGENCY, INC. 


INSURANCE UNDERWRITERS 








55 John Street, New York 38, New York © BArclay 7-8900 
MEMBERS, N.Y.C. INSURANCE AGENTS ASSOCIATION, INC. 





F. G. Buswell Retiring 


Frederic G. Buswell, vice president of 
America Fore Loyalty Group in charge of 
fire loss adjustment, will retire August 3 
after 35 years of service. Mr. Buswell 
was honored at a testimonial luncheon 
July 21, given by Chairman J. Victor 
Herd. Guests included industry with 
whom Mr. Buswell has worked closely 
during the years. 

A graduate of Stevens Institute of 
Technology, he joined America Fore in 
1926 as a staff adjuster in Newark, N. J., 
was named vice president in 1954 with 
direct supervision of the home office 
fire loss department. 

Mr. Buswell is a member of the Blue 
Goose, the Loss Executives Association, 
the committee on losses and adjustment, 
New York Board of Fire Underwriters 
and the committee on adjustments, Na- 
tional Board of Fire Underwriters. 





Maryland Casualty Promotes 


Monahan and Kearns 

William J. Monahan has been ap- 
pointed manager of the fire and marine 
division of Maryland Casualty, and Wil- 
liam R. Kearns, as manager of the fire 
department, H. Ellsworth Miller, presi- 
dent of the company, announces. 

Mr. Monahan came with the company 
in 1955 and for the past four years has 
managed the fire department. He has a 
background of 20 years of field rating 
experience. In assuming administrative 
duties of the division, he will report to 
P. C. Chrysler, vice president in charge 
of Maryland’s fire and marine operations. 

Mr. Kearns has been in the fire insur- 
ance business since 1941 and has had 
experience in both field and home office 
activities. 





will 
and 


basis. Monies advanced by INA 
be reimbursement to the agency 
not to the new employe. 

“Continuation of the plan requires that 
the salesman produce a minimum amount 
of commission each month for four years. 

Failure results in automatic termination 
unless specifically extended by mutual 
agreement,’ Mr. Smith said. 

He iterated that “this plan has tremen- 
dous significance for INA agents and 
indeed all agents in the American Agency 
System because it represents the kind of 
cooperation and action to cure the ills 
of the System.” At the same time, he 
inferred, it is an answer to direct writer 
competition. His faith in the Agency 
Builder plan is indicated by his state- 


ment at the press luncheon that INA 


has invested $100,000 in the program as 
a starter and will put more money into 
it later on if necessary. 

Frank Harrington, INA’s secretary in 
charge of marketing, followed President 
Smith at the luncheon with pointed re- 
marks on the development of the per- 
sonal insurance lines. It is these lines 
that will be developed under the Agency 
Builder plan. Indicating the enormous 
expansion of personal lines business that 
has already taken place, Mr. Harrington 
predicted that 50% of all property and 
casualty premiums will be in the personal 
field by 1970. 

Development of the plan is in the hands 
of INA’s business development depart- 
ment in cooperation with the company’s 
newly created agency affairs unit. 





WEGHORN 
IS AHEAD OF 
THE FIELD 


Excess surplus facilities 
Domestic and foreign markets 


Professional Underwriting to fit the risk 


John C. Weghorn Agency, Inc. 
102 Maiden Lane, N. Y. 5, N. Y. DI 4-8420 
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London Commentary on Supreme Court 


Case on Liability of Stevedores 


An interesting commentary on a decision of United States Supreme Court in 


connection with the liability of stevedores 


Post Magazine and Insurance Monitor of 
summarized in “Lloyd’s List,” 


tion arising out of injuries sustained by 


“From a summary of the case it ap- 
pears that the Waterman Ste: amship 
Corp., owners of the steamer, “Afound- 
ria,” settled a claim brought against them 
by a longshoreman who was injured on 
board the vessel. The shipowners, having 
unsuccessfully attempted to recover from 
the stevedores (both in a Pennsylvania 
District ae and the Court of Appeals 
for the Third Circuit) appealed to the 
Supreme Court, who granted certiorari to 
consider whether the absence of a con- 
tractual relationship between the ship- 
owners and the stevedores was fatal to 
the former’s claim to indemnity. 

“The pacnyeiene yg whose claim for 
damages was settled | the shipowners, 
was injured on the ‘Afoundria’ while en- 
ged with other employes of the steve- 
dores in unloading the ship at Philadel- 
i The cargo consisted of bagged 
z The longshoreman was working 
in the hold and his injuries resulted from 
the collapse of a vertical column of 100-lb 
bags which the unloading operations had 
left without lateral support. 

“In action in the District Court for 
the Eastern District of Pennsylvania, 
the longshoreman was awarded damages 
for his injuries, and the shipowners, hav- 
ing settled the award, sought to recover 
from the s wae res the amount paid in 
satisfaction of > longshoreman’s claim. 











Shipowners “pen to Alleged Negligence 

In their petition to the Supreme Court 
the shipowners alleged that the direct, 
proximate, active and substantial cause 
f the accident had been the negligence 
of the respondent stevedores in failing 
to perform the contracted stevedoring 
services in a safe, proper, customary, 
careful and workmanlike manner. Ad- 
mittedly, it was the unseaworthy condi- 
ton (due to improper stowage of the 
cargo) that had placed a primary liabil- 
shipowners but, the latter 
gued, the unseaworthy condition had 


ity on the 





been brought into play solely by reason 
of the respondents’ neeligence. 
“In their defence, the stevedores al- 
leged that there had been no direct 
contractual relationship between them 
and the shipowners covering the steve- 
ervices rendered to the ‘Afoun- 
dria’ at Philadelphia. This was not 
disputed by the petitioners, since the 
consignees of the cargo, not the peti- 
tioners, had actually engaged the re- 
spon heats to unload the ship. 
“The District Court directed that a 
verdict be brought in for the respond- 
the ground that a shipowner 
had no rig! indemnity against a 
absence of direct con- 
tractual relationship between them. By 
a majority ruling, this view was upheld 
in the Court of Appeals for the Third 
Circuit, but certiorari was granted to 
consider whether in a situation such as 
the present one the absence of a con- 
tractual he parties was fatal 
to the indemnity claim 


Supreme Court’s Judgment 


“Delivering the judgment of the Su- 
preme Court, Mr. Justice Stewart re- 
viewed previous decisions from which, 
he said, it mig] ht well be thought an open 
question whether contractual privity was 
essential to support the stevedores’ duty 
to indemnify the petitioners. The fact 


\¢ ot 


stevedore in the 


‘tween the 


London. 
“is likely to have important repercussions on litiga- 


is expressed in a recent issue of The 
Opinion given is that this case, 
longshoremen.” Says “Post Magazne” 
was, however, that this bridge was 
crossed in Crumady v. J. H. Fisser (258 
U.S.423, 429, 1959 A.M.C. 508). In that 
case the Supreme Court explicitly held 
that the stevedore’s assumption of re- 
sponsibility for the shipowner’s damages, 
resulting from unsafe and improper per- 
formance of the stevedoring services, was 
unaffected by the fact that the ship- 
owner was not the party who had hired 
the stevedore. 

“This case was decided 
factual premise that the  stevedore 
had been engaged, not by the ship- 
owner, but by the party operating the 
ship under a charter. The Court thought 
the case was governed by the established 
principle that a stevedore is subject, when 
ne goes on board a vessel, to a warranty 
of workmanlike service extending to the 
handling of the cargo as well as to the 
use of equipment incidental thereto. 
That warranty was plainly for the bene- 
fit of the vessel, whether the vessel’s 
owners were parties to the contract or 
not. 


upon the 


“In those circumstances, the Supreme 
Court concluded that the negligence of 
the stevedores, which brought the un- 
seaworthiness of the vessel into play, 
amounted to a breach of the warranty 
of workmanlike service which a stevedore 
owes when he goes on board a vessel to 
perform services. Since the breach of 
warranty in the shape of negligence 
by the stevedores brought the unsea- 
worthiness of the vessel into play, the 
Court held that the shipowners were 
entitled to recover. 


No Difference in Principle 


“That reasoning, Mr. Justice Stewart 
added, was applicable to the present 
case. The Court could perceive no dif- 
ference in principle, so far as the steve- 
dore’s duty to indemnify the shipowner 
was concerned, whether the stevedores 
were engaged by an_ operator to 
whom the owner had chartered the vessel 
or by the consignee of the cargo. Nor 
could there be any significant distinction 
in that respect whether the longshore- 
man’s original claim was asserted in an 
in rem or an in personam proceeding. 
The ship and her owner were equally 
liable for a breach by the contractor 
of the owner’s non-delegable duty to 
provide a seaworthy ship, On the other 
hand, the owner, no less than the ship, 
was the beneficiary of the stevedore’s 
breach of warranty of workmanlike serv- 
ice 

“Accordingly, the judgment of the Court 
of Appeals was reversed, and the c°se 
was remanded to the District Court for 
further proceedings consistent with this 
opinion.” 


C. B. WATKINS RETIRES 

Clifton B. Watkins, manager of Great 
American’s Boston service office, retires 
on August 1 after 35 years of service 
with the company. 

His successor is George B. Flight who 
has been appointed manager of opera- 
tions in Massachusetts and Rhode Island. 
Associated with Mr. te will be field- 
men N. B. Dyer, J. J. Hagerty and W. 
L. Mason in the Boston office, and 
R. G. Stubbert in the Providence office. 


Umbrella Liability 


(Continued from Page 24) 


statutory in certain states, d) occupa- 
tional diseases not listed in some states, 
e) loss of hearing, f) loss of consortium, 
g) the third party over situation where 
a third party sued by our employe 
brings in you as the employer as, for 
example, the cases in New York follow- 
ing the Westchester Lighting case. 

8. Employes’ Liability. The employe 
may be a doctor or a nurse. The employe 
may be a foreman. He could be just the 
operator of a large crane. The im- 
portant thing is that he should be 
insured as an individual. In this regard, 
as far as I know, all “Umbrellas” do have 
the fellow-employe suit excluded. Every- 
one feels that compensation in this area 
should be the exclusive remedy. 

9. Non-Owned Aircraft. This is a most 
serious exposure in large corporations. 
It is not only a case of ex-Navy or ex- 
Army fliers, as happened after the war, 
but your ordinary new civilian employe 
may have a license to fly and may have 
an occasion to use a plane. It is em- 
barrassing to discover suddenly that your 
salesman in Washington is covering 
Jacksonville and Atlanta, rents a plane and 
flies there. One school, or one theatre, 
even a little church, and this corporation 
may have its capital and surplus wiped 
out if it can be shown that the employe 
was negligent and was operating during 
the course of his normal employment. 

10. Non-Owned Watercraft. We have 
seen cases where domestic insurance 
companies themselves need Umbrellas. 
You probably have heard of the manager, 
the fieldman, in a certain area, who takes 
a group of his agents on a fishing trip. 
If they all drowned and it could be 
shown that he was negligent and that it 
was during the course of business. one 
of our domestic companies could have 
a substantial hole in their capital and 
surplus. 

11. Liquor Law Liability. With the way 
these laws are spreading and the way 
the courts are interpreting the laws, no- 
one is safe from suit for the act of some 
party who partook of a mild libation 
on your premises. Many people do not 
realize that under certain state laws, 
manufacturing firms can get involved in 
this as easily as hotels, restaurants and 
taverns. 

12. Innkeepers’ Legal Liability. This 
is care, custody and control all over again, 
but it has special signific: ince to people 
engaged in the operation of hotels, res- 
taurants, public halls, catering places. 
theatres, galleries, motels and apartment 
hotels. 

13. Warehousesmen’s Legal Liability 
Those firms who warehouse for others 
rarely consider the need for high limits. 
Modest limits are of no value when the 
entire place disappears from the explo- 
sion of paints or chemicals, or if the 
entire place is consumed in fire, is 
flooded, or as happened in one case, just 
gently subsides into filled ground. 

Advertisers’ Liability 

14. Advertisers’ Liability. 
cern with an active sales department! 
needs Libel, Slander, Defamation, In- 
fringement of copyright, title or slogan, 
piracy, unfair competition or idea mis- 
appropriation under any implied con- 
tracts, or simply Invasion of Privacy 
coverage. The public and your competi- 
tors have become conscious of the pos- 
sibilities in these areas and certainly some 
of them have a grand idea as to what 
it is worth if the act is committed in a 
newspaper or on the radio or on tele- 
vision today. 

5. Property rented or occupied. This 
is a normal exclusion in the basic C.G.L. 
We are in the same field again as care, 
custody and control, as described aove 

16. Water Damage and Sprinkler Leak- 
age Legal Liability. It is amazing how 
large firms and offices in huge, multiple 
tenanted buildings, have inadequate cover 
for Water Damage Legal and Sprinkler 
Leakage Legal. The “Umbrella” again 
bridges the gap for a substantial loss. 

17. Blanket “x” “c” and “u”. Contract- 


Every con- 


‘ng firms of Att size still do not have 
proper coverage in some instances for 


STUYVESANT DROPS STATEMENT 


Company Acts on Complaint of Greater 

New York Brokers’ Assn.; Deletes 

“Youthful Driver Statement” 

Peter Ward, deputy superintendent 
and general counsel for the New York 
Insurance Department, has informed C. 
Joseph Danahy, representing the Greater 
New York Insurance Brokers’ Associa- 
tion that Stuyvesant Insurance Co. has 
agreed to delete its “youthful driver 
statement” from its auto policies. 

Greater New York Brokers Assn. had 
objected to the following statement: “Be- 
fore you permit any such person, pres- 
ently under the age of 25 to drive your 
car in the future, you agree to give this 
company 20 days advance notice in writ- 
ing by registered mail.” 

Mr. Danahy contacted the Insurance 
Department and Mr. Ward took the mat- 
ter up with Sidney Gaines, counsel for 
Stuyvesant. Mr. Ward pointed out the 
Department’s previous objection to an 
earlier form and showed “how this pres- 
ent form contains language similar to 
that found objectionable before.” 

After a company conference, Mr. 
Gaines informed the Department that 
Stuyvesant agreed to delete the para- 
eraph in connection with any future use. 


NEW AMERICAN SURETY OFFICE 

American Surety and Pacific National 
Fire have opened their new Eastern re- 
gional-New York offices at 110 William 
Street, New York City. Further develop- 
ing their regionalization program, the 
companies have announced that all under- 
writing, acc yunting, production and 
claims for these areas will be handled 
from this office. Administrative offices 
will remain at 100 Broadway, where 
Henry G. Sheehy, president. has stated 
that a special department will study and 
develop new trends in the insurance 
field. 





blasting, collapse or underground damage. 
Frequently a direct writer, or a low rate 
company, may save the insured a lot of 


money in pricing for the C.G.L. and Auto, 
but refuses to provide blanket “x” “c” 
and ” The Umbrella here again can 


be a safeguard. 

18. Any additional insured to whom 
one is obligated by contract to provide 
insurance. This is often unappreciated. 
Coverage is granted automatically and 
any person, organization, contract to 
provide insurance, is covered. It gets 
back to the problem of clearing all agree- 
ments through a central source which 
sometimes is physically impossible in a 
firm which is decentralized all over the 
country. 

In writing “Umbrellas,” remember 
these things: There is no requirement in 
the domestic market that there be a 
51% interest throughout the corporate 
entities. You can combine in one um- 
brella wholesalers and retailers under a 
group policy. You can join several in- 
sureds on a list in a trading association. 
You can combine diverse interests loosely 
affiliated as in a management firm or a 
real estate concern. Merely list all of 
the corporations and secure one com- 
bined single limit over all in the Um- 
hrella. It is cheaper in mass buying. 
There is no change in London as respects 
the $25,000 self insurance. To go below 
this in the gaps, you are getting down 
to what should be a domestic type basic 
program. Many people feel that the Um- 
siog is only for the large co-poration 

he largest number of sales are to small 
ean who buy a_ $1,000,000 Umbrella 
with minimum premiums of about $1,000 
to $1,250 a year. Keep in mind that you 
must have in your basic program a mini- 
mum of 100/300/100. 

Some people do not realize that they 
can include Excess Fidelity in the Um- 
brella by endorsement. Again you have 
the advantage of purchase in the com- 
bined single limit. 

On large premium Umbrellas, now 
written for three years, adjustment is 
made on either sales or payroll. The 
growth in firms is so great and the 
chance of mergers so great, the contract 
must be geared to some measure of 
activity. 
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Attorneys to Announce 
Ins. Man of the Year 


AT ANNUAL MEET IN CHICAGO 
Award Will be Presented August 2 at 


Federation of Insurance Counsel Lunch- 
eon by Harold Evans—1960 Winner 


The Federation of Insurance Counsel 
will announce the winner of its “Insur- 
ance Man of the Year” award during 
the organization’s 21st annual convention 
August 2-4 at the Drake Hotel in Chi- 
cago, 

Given annually to a person credited 
with making an outstanding contribu- 
tion to insurance or insurance law, the 
award will be presented at a luncheon 
August 2 by the 1960 winner, Harold 
G. Evans, president of American Cas- 
ualty, Reading, Pa. 

At the luncheon, Chicago Mayor 
Richard J. Daley will welcome the ap- 
proximately 400 attorneys and their wives 
who will attend the convention. 


First Day Activities 


Matters of particular interest to in- 
surance defense lawyers will be em- 
phasized in the three-day business pro- 
gram, announced by Edmund J. O’Brien, 
assistant general counsel for Kemper 
Insurance Group and convention chair- 
man. A full trial demonstration of a 
personal injury liability lawsuit on split 
issues will be held on the opening day. 
The morning will be devoted to deter- 
mination of liability and the afternoon 
to damages. 

Philip H. Corboy and Warren Hickey, 
both of Chicago, will act as attorneys for 
the plaintiff. Attorneys for the defense 
will be Bruce Bishop of Folts, Bishop, 
Thomas, Leitner & Mann, of Chatta- 
nooga, and Reid Curtis of Curtis, Hart & 
Munro of Merrick, New York. 

Subjects to be discussed on the August 
3 program are: 

“The Ryan Doctrine,” James P. Kil- 
burn, vice president and counsel, Wol- 
ay sr Insurance Co.; “Psychic Trauma,” 

Jeff Crane of Vinson, Elkins, Weems 
ot Searls of Houston. “Principles Ap- 
plied in Accident Reconstruction,” J. 
Stannard Baker, director of research 
and development, Traffic Institute, North- 
western University, Evanston, Ill. 

Subjects to be discussed on the August 
4 morning program are: “Uninsured 
Motorists Coverage,” Ross Hume, coun- 
sel, State Farm Mutual Insurance Co., of 
Bloomington, Ill.; “Automobile Liability 
Coverage,” Floyd O. Terbell, assistant 
secretary, Lumbermens Mutual Casualty, 
Chicago; “Products Liability Coverage,” 
Harrison G. Ball, general counsel, Elec- 
tric Mutual Liability Insurance Co., Lynn, 
Mass.; “Contractual Liability Coverages,” 
Charles J. Adams, general claims at- 
torney, Continental Casualty, Chicago. 

Subjects to be discussed at the August 
4 afternoon sessions are: “The House We 
Live In—A Contemporary View,” Arthur 
C. Mertz, general counsel, National As- 
sociation of Independent Insurers, Chi- 
cago. “The Pressures for Social Change 
—What Effect On Our Legal System,” 
Richard E. Goodman, attorney, Legisla- 
tive Bureau. American Mutual Insurance 
Alliance, Chicago. “An Attorney’s Law- 
yer,” John Hume, president, Indiana In- 
surance Co., Indianapolis. 


Entertainment for women and children 
has been arranged and includes visits 
to the Chicago Art Institute, Chicago 
Historical Society, the Museum of 
Science and Industry, the Aquarium 
and a boat trip. 


NAII MEETING NOV. 13-16 


Set for Biltmore Hotel, Los Angeles; 
Tentative Agenda to be Announced 
Soon, Vestal Lemmon Advises 

Vestal Lemmon, general manager of 
National Association of Independent In- 
surers, announces that the 17th annual 
meeting will be held at the Biltmore 
Hotel, Los Angeles from Monday, No- 
vember 13 through Thursday afternoon, 
November 16. The first day will be 
limited to NAII committee meetings 
only. The annual meeting proper begins 
Tuesday, November 14. 

No shortage of rooms is anticipated at 
The Biltmore but Mr. Lemmon urges 
that reservations be made promptly 
through NAII’s headquarters at 30 W. 
Monroe St., Chicago. 

Much of the preliminary planning for 
the convention program has already been 
completed and tentative agenda will be 
announced shortly. 


NAIL Increases Its 
Membership by 22 Cos. 


Twenty-two companies—15 stock and 
seven mutual—have been admitted to 
membership in the National Association 
of Independent Insurers, Vestal Lem- 
mon, NAII general manager, announces. 

Membership in NAII now totals 327 
companies, An additional 84 companies 
subscribe to NAII’s statistical service. 

New mutual company members are: 
American Mutual of Des Moines; Con- 
sumers Mutual of Jackson, Mich.: Farm 
Bureau Mutual of Arkansas; Michigan 
Educational Employees Mutual of De- 
troit; Midwest American Mutual of Des 
Moines; State Farmers Mutual Tornado 
of Cameron, Mo. and Western Plains 
Mutual of Fort Dodge, Iowa. 

New stock company members are: All- 
Star Insurance Corp.. Milwaukee; Avia- 
tion Employees of Silver Spring, Md.: 
Banner Casualty Co., Chicago; Financial 


Indemnity Co., Los Angeles; Interna- 
tional Casualty Co., Atlanta, Ga.; Lincoln 


Casualty Co., Springfield, Ill.; Long 
Island Insurance Co., Brooklyn, N. Y.; 
Market Insurance Co., Chicago. 

Also National Emblem Insurance Co., 
Skokie, Ill.; Petroleum Casualty. Co., 
Houston; Security Fire & Indemnity Co.. 
Charlotte, N. C.; Security General of 
Charlotte, N. C.; Standard Guaranty of 
Atlanta, Ga.; Transatlantic Reinsurance 
Co., New York City and United National 
Insurance Co., Philadelphia. 


Canadian Gov’t May Seek 
Control of AR Auto Rates 


Toronto Provincial Treasurer James 
Allan hinted that the select committee on 
automobile insurance may recommend 
government control of car insurance rates 
under the Assigned Risk Plan. Mr. Allan 
told the committee, of which he is chair- 
man, that he is not in favor of the 
premium structure in force today. 

“When you (the government) say 
everyone has to be sold insurance, then 
you have to have some control of rates,” 
he said. 

Joseph Linder, a consulting actuarv 
from New York City, said a financial 
liability law is better than a compulsory 
auto insurance plan. 

He suggested the committee look at the 
possibility of charging uninsured drivers, 
an amount close to the cost of an insur- 
ance policy. At present, uninsured drivers 
in Ontario pay a $5 fee each year into 
the unsatisfied judgment fund. 


But Debate ‘“‘Won’t Prove Anything”’ 





CPCU Chapters Gird for Clash 


“Alleged proffers of payola, accusations 
of espionage, and a certain amount of 
reverse-English revenge are revealed in 
preparations for an inter-chapter debate 
to be staged at the annual program for 
seminars of the Society of CPCU in 
Washington, D. C., in September,” the 
CPCU reports. 

New York will debate Chicago on dis- 
cretionary rate surcharges, and spirits of 
the debaters are waxing as hot as they 
believe the subject to be. One side 
contends the other is packing the judges’ 
stand; the other declares the one is 
operating counter-intelligence. 

As a matter of fact, neither team 
knows which side of the subject it will 
have to fight for. Assignment of .nega- 
tive and affirmative will be made at the 
last minute by a special risk device—the 
flip of a coin. The CPCU Society states 
that the debate won’t prove anything. 
At least the winner won’t represent a 
society position. The subject will remain 
debatable. 

The subject in full is: “Resolved, that 
all rates as now filed be considered as 





ALLSTATE AUTO PLAN IN N. J. 


Illinois Company is Latest to Have Auto 
Program Approved by New 
Jersey Commissioner 

New Jersey Insurance Commissioner 
Charles R. Howell has announced that 
various other insurance company pro- 
grams comparable to the safe driver 
merit rating plan recently approved by 
him for many of the stock company in- 
surers have since been approved for 
many other companies operating in New 
Jersey. 

These includé companies affiliated with 
the Mutual Insurance Rating Bureau and 
those which make direct independent fil- 
ings within the framework of the New 
Jer sey rating law. The plans to be utilized 
by the latter companies vary to some de- 
gree from the plan which became ef- 
fective June 1. 

However, in all respects, these variable 
plans will produce premium savings for 
the majority of the New Jersey motor- 
ists with up to three-year good driving 
records and penalize by higher premium 
charges the minority of drivers with poor 
records as indicated by chargeable acci- 
dents or such accidents plus motor vehicle 
violations. 

Most recently approved was a program 
filed by Allstate Insurance Co. which be- 
came effective July 24. Additionally, ef- 
fective the same date, Commissioner 
Howell permitted this company to initiate 
an underwriting program which will 
guarantee New Jersey private car owners 
meeting certain eligibility requirements, 
after the initial contract has been in ef- 
fect for 90 days, continuance of auto- 
mobile liability coverage for periods up to 
five years. The guarantee agreements 
can be voided by the company for named 
reasons, generally consisting of very seri- 
ous driving offenses. 


Fuller Appointed Attorney 
In F. & D.’s Boston Office 


Charles Fuller, Jr., has been appointed 
an attorney in the Boston claims office of 
Fidelity & Deposit. He succeeds - R. 
Shedrick Meek who retired July 1 after 
nearly 40 years’ service with F. & D. 

A native of Lansing, Mich., Mr. Fuller 
Nas been a member of F. & D.’s home 
office claim department since joining the 
company in 1952. He is a graduate of 
University of Maryland Law School and 
a member of the Maryland bar. Mr. 
Fuller’ will assume his new duties in the 
latterspart of August. 


minimum rates only and may be sur- 
charged at the individual underwriter’s 
discretion.” 


Tall Tales From Toelle’s Team 


R. Maynard Toelle, leader of the Chi- 
cago Chapter’s team, is not only a former 
member and past president of the New 
York Chapter, but he was on the New 
York debating team that beat Chicago 
in 1954. So he is out to prove that a 
Toelle team is an invincible team re- 
gardless of the side or the city it repre- 
sents. Mr. Toelle is associated with the 
Kemper Insurance Group and is a past 
president also of the Chicago CPCU 
Chapter. 

John B. Walker, leader of the New 
York debaters, is education director of 
the America Fore Loyalty Group. Dr. 
Harry J. Loman, recently elected presi- 
dent of the American Institute for 
Property and Liability Underwriters, will 
be a judge and will select two others to 
assist. 

Other CPCU members of the team are: 
New York—Arthur E. Parry, Home In- 
surance Co.; Charles W. Pachner, vice 


president, Frenkel & Co.; and George 
J. Guess, Ir., production dept., Griswold 
& Co. Chicago—Sanford H. Lederer, 


executive vice president, Stewart-Keator, 
Kesberger & Lederer; Frank A. Hohen- 
adel, Jr., Frank A. Hohenadel ‘Sons; and 
Leon: ard J. Nemerovski, Fred Nemerovski 
& Co. 

The debate will take place Wednesd-y 
afternoon, September 27, first day of the 
three-day schedule of seminars based on 
the society’s continuing program of re- 
search. 


Maryland Casualty Appoints 
Jackson Resident Manager 


William L. Jackson has been appointed 
resident manager of the Los Angeles 
office of Maryland Casualty, effective 
August 1. The announcement was made 
hy H. Ellsworth Miller. company presi- 
dent. Since April, 1960, Mr. Jackson 
has been manager of the casualty de- 
partment of the office. 

Mr. Jackson joined Maryland Casualty 
in 1949 and until 1954 served as an under- 
writer in various home office departments. 
After a year as an underwriter in Rich- 
mond he was promoted in 1955 to casualty 
department manager of the Louisville 
office. In April, 1960, he was transferred 
to Los Angeles as manager of the cas- 
ualty department. Mr. Jackson succeeds 
John S. Mee, who has resigned to enter 
an insurance agency. 
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Top Life Administrator te $25,000 
Cer OR $20,000 
Pension Actuary hvy exp NYC _te $20,000 
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Top Auto Und NYC $ OPEN 
Life 6.A., Establ Gen Agcy NJ $ OPEN 
Asst Cas Prod Mgr., Phila... $12,060 
Life Agcy Mgrs., Phila. and N. J. $ OPEN 
Asst Compt., Mult Line Co. $ OPEN 
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F.&D.’s Six Month Net 
Earnings Hit $2,451,248 


NET INCOME TOTALED $1,643,948 





Maryland Company’s Shares Were $1.64 
After Taxes; Figure Was $1.28 in 
1960; Net Prems. Rose 





For the six months ended June 30, Fi- 
delity & Deposit of Maryland had net 
earnings of $2,451,248 before Federal in- 
come taxes, and net income of $1,643,948, 
or $1.64 a share, after taxes, based on 
1,000,000 shares now outstanding, B. H. 
Mercer, president, stated in his semi- 
annual report mailed to stockholders. 

For the same period of last year net 
income after taxes was $1,275,905, or $1.28 
a share. Adjusted to reflect changes in 
equity in the unearned premium reserve, 
less taxes, earnings were $1.71 a share 
in 1961 compared with $1.45 in 1960. 

Net premiums written increased slight- 
ly over 1960. As the peak period in the 
three-year fidelity cycle has now passed, 
it is not expected the 12 months’ writings 
w.ll exceed last year’s total, Mr. Mercer 
stated. 

Underwriting income amounted to $1,- 
431,488, an increase of $532,404 over last 
year’s figure. The increase in under- 
writing income reflects an improved sur- 
ety loss ratio but fidelity losses continue 
at an unsatisfactory level, Mr. Mercer 
added. 

Invstment income amounted to $1,019,- 
760 before Federal income taxes, a rise 
of 6.2% over the first six months of 
1960. A gain of $38,642 was realized on 
the sale of securities while market ap- 
preciation on the company’s stock port- 
folio amounted to $3,972,530 for the 
period. Total admitted assets rose to 
$86,947,728 and the policyholders’ surplus 
increased by $4,976,751 to ‘a total of $57,- 
032,944 at June 30, 1961. 


LIBERTY MUTUAL ELECTS 3 





Burgoyne and Davis Made Vice Presi- 
dents in Boston Home Office; 
Oliver in Atlanta 

The election of J. Albert Burgoyne, H. 
Russell Davis, Jr., and Charles D. Oliver 
as vice presidents of Liberty Mutual In- 
surance Co, of Boston, is announced by 
Bryan E. Smith, president. 

Mr. Burgoyne, a Boston College grad- 
uate, began his ‘association with Liberty 
Mutual in 1936. At present, he heads the 
personal risks department. Mr. Davis, a 
1936 graduate of Dartmouth University 
and of the Harvard Business School, 
started with the company in 1927. He is 
manager of the Group accident and 
health department. Both are headquar- 
tered at the company’s home office, 
Boston, 

Mr. Oliver, a Cornell University grad- 
uate, has been with Liberty since 1933. 
He is manager of the company’s south- 
ern division in Atlanta. 


Nationwide Names Willis, 


Hellerman and Hamilton 


Nationwide Insurance has advanced 
three in its public relations department, 
Vice President Calvin Kytle has an- 
nounced, 

James R. Willis becomes director of 
sponsor relations. He has been with 
Nationwide 30 years, and has served in 
the sales, claims, underwriting, and 
policyholder relations departments. Will 
Hellerman was elevated to director of 
community relations. He joined the 
company in 1951 in the personnel de- 
partment. 

Harry E. Hamilton was named director 
of policyholder participation. He has 
been with Nationwide since 1952, and was 
manager of editorial services before en- 
tering the policyholder relations division. 





Our 
not-so-secret 


recipe 





Kouillabaise or beef stew, it’s the proper proportion of ingredients that turns a dish 
into a delight. That we have been serving (and most always, delighting) agents and 
brokers for 37 years is, we think, a tribute to our recipe: Liberal commissions, attractive 


dividend and deviation plan, speedy and efficient service, sound financial status . 


.. anda 


heaping officeful of that vital ingredient—know-how. 
Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 








ey pay aa 
utomobile y jury an 
property damage liability: all 
classes. 


MUTUAL INSURANCE CO. 


HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 
37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. + Hempstead: 138 Front St., ROBERT ZMOOS, 
Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 10 Gibbs St., 
W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH MURPHY, Rep. « 
Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. « Miami: 902 S.W. 
Second Ave., THOMAS H. RIGGINS, Mgr. « E. Orange: 61 Lincoln St., IRVING 


GROVES, Mgr. 


Deviations and Dividends shown for New York State; . . . for other states, write New York office. 


1960 Figures Show New Rise in N, Y. 


Disability Benefits Law Insurance 


New York Superintendent of Insurance 
Thomas Thacher has released the com- 
bined 1960 experience of the insurance 
companies authorized to do business in 
New York State for insurance written 
under the New York Disability Benefits 
Law. The tables of experience show that 
in 1960, approximately 2,485,000 employes 
were insured for the minimum coverage 
required by law. The tables also present 
payrolls, claims allowed, weeks paid, losses 
paid and several other measures of ex- 
perience for the year 1960 and for four 
prior years, 

The experience under plans which 
provide benefits in excess of those re- 
quired by the New York Disability Bene- 
fits Law, covering an additional approxi- 
mate number of 1,550,000 workers, is not 
included in the tables, since no significant 
conclusions can be drawn from this ex- 
perience in view of the many variations 
involved. 

During 1960, the frequency of claims 
decreased. The duration of disability and 
the cost per claim showed increases. 
For each 100 employes insured, 6.31 re- 
ceived benefits as compared with 6.49 per 
100 during 1959. The average disability 
period in 1960 was 7.15 weeks as against 
701 weeks in the prior year. Benefit 
payments per employe averaged $242.48, 
an increase of $12.11 over 1959. 

Superintendent Thacher pointed out 


that in comparing the 1960 experience 
with that of prior years, it should be 
noted that the maximum benefit period 
was increased from 13 weeks to 20 weeks 
effective July 1, 1956, from 20 weeks to 
26 weeks effective June 1, 1958, and that 
the weekly maximum rate has been in- 
creased five times since 1950. The maxi- 
mum weekly benefit rates from July 1, 
1950, to December 31, 1960, were as fol- 


lows: 


Maximum 
Benefit 
Period Rate 

July 1, 1950 — April 1, 1952 $26 a week 
April 1, 1952 — July 1, 1954 oo 
July 1, 1954 — July 1, 1956 ee 
July 1, 1956 — July 1, 1957 40” ” 
July 1, 1957 — July 1, 1960 45” ” 
July 1, 1960 — Dec. 31, 1960 — * 


In comparing D.B.L. experience for the 
calendar years 1956-60, the table reveals 
the following figures: In 1956 the amount 
of covered payroll (first $3,000 earnings 
of each employe in a calendar year) 
totaled $6,224,848,474. The 1960 figure was 
$6,970,839,624. 

The number of initial claims allowed 
in 1956 was 142,375; in 1960 it was 156,819. 
In 1956 the total number of weeks paid 
was 846,609. The 1960 figure was 1,121,- 
040. The losses paid total in 1956 was 
$23,356,127; last year it was $38,025,988. 





HOME 


INSURANCE CO.’S 


“CONTACT” REVISED 


WITH ACCENT ON AGENT-COMPANY TEAMWORK 


Home Insurance Co. of New York has 
converted a company newspaper CON- 
TACT “into a unique medium” in an 
effort to enhance the value of its long 
established program of communications 
with producers. 

In a front-page editorial of the July- 
August edition, T. Morgan Williams, vice 
president and secretary of sales and ad- 
vertising, invites field men to send in 
stories, new ideas and sample material 
“so that we can exchange tested pro- 
grams that have produced results.” Mr. 
William adds: 

“Your company intends to act as more 
than an ‘idea-exchange.’ To the market- 
ing information supplied by producers 
from the firing line we intend to add 
even more vigorously, our underwriting 
skills, superior claims techniques and all 
the technical skills necessary to develop 
the highest quality products for pro- 
ducers to use competitively in their com- 
munities.” 





GETS INSUR-UR-TRIP LICENSE 

Financial Indemnity of Los Angeles 
has been licensed to write disability and 
will start by issuing seven-day-trip pol- 
icies through Insur-Ur-Trip vending ma- 
chines to be placed in hotels, motels, 
restaurants and service stations in Cali- 
fornia. They will dispense life and dis- 
memberment policies to $50,000 for 50 
cents, good anywhere, no age limit and con- 
fined to surface travel in pleasure cars, 
station wagons, trailers, mobile homes, 
taxis, motor busses and trucks. 


The first page of CONTACT’s current 
eight-page issue carries stories on the 
formation of Home’s new excess casualty 
lines department, Home’s new Marina 
Operator’s Liability Policy and several 
changes in Home’s premium budget facil- 
ity—the Thico plan. 

Besides articles on policies and proce- 
dures designed to aid agents, CONTACT 
offers a section, “The Idea Corner” with 
helpful hints for producers and a column, 
“News in Capsule” containing quotes 
from insurance magazines on present in- 
dustry trends. 


Hartford Accident Makes 
Weeks District Engineer 


Promotion of Harold B. Weeks to New 
England district engineer for Hartford 
Accident & Indemnity is announced by 
J. A. Kirkham, III, superintendent of 
the eastern engineering division. 

Mr. Weeks succeeds Philip A. Havey 
who was promoted to superintendent of 
home office engineering. Mr. Weeks will 
assume his new duties August 1. 

Associated with Hartford Accident 
since 1956, he served in company offices 
in Providence R. I., Portland, Me. and 
Manchester, N. H., before transferring 
to the home office last year. Before join- 
ing the Hartford he was associated with 
another insurance firm as an engineer 
for eight years. A graduate of Uni- 
versity of New Hampshire, Mr. Weeks 
is a member of the American Society of 
Safety Engineers. 
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A. W. MARSHALL & CO. 


One of New Jersey’s Leading General Agencies 
744 BROAD STREET, NEWARK 2, N. J. 
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Minn. Agents Warned 
On Unauthorized Ins. 

BY COMMISSIONER MAGNUSSON 

State Does Not Have Surplus Lines Law; 


Commissioner Makes Suggestions on 


Purchasing Unauthorized Ins. 








Cyrus E. Magnusson, Minnesota Insur- 
ance Commissioner, has warned insurance 
agents not to aid or assist others in 
buying unauthorized insurance without 
placing in jeopardy their own licenses 
as insurance agents. 

The Commissioner was asked under 
what circumstances might an agent want 
to help place some of his business in an 
unlicensed company. “Normally,” he 
said, “the situation arises on some hard- 
to-place insurance line where the licensed 
insurance companies have refused to 
write the risk and where companies out- 
side of the state might be willing to 
accept the risk, perhaps at a much higher 
premium. In cases of this kind the state 
law requires the insured, not the agent. 
to negotiate for the insurance. It is 
illegal for an agent ‘to solicit or make or 
aid in soliciting or making any contract 
of insurance not authorized by the laws 
of this state.’” 

Minnesota, unlike some states, does not 
have a surplus lines law which would 
permit insurance agents to represent 
companies not licensed by the State In- 
surance Department. 

Minnesota however does have a statute. 
which permits individual persons, firms 
or corporations to buy insurance from 
unlicensed foreign companies provided 
such parties pay the 2% gross premium 
tax, Prior to the enactment of this 
statute in 1875 the Minnesota Insurance 
Department could not collect such a tax 
on premiums when the insurance was 


written in an unauthorized insurance 
company. 
Statute Originally Applied to Fire 


Insurance 


Although originally the statute an»lied 
principally to fire insurance, section 71.24 
was amended in 1957 to include all classes 
of insurance other than life. The Com- 
missioner noted that another chapter of 
the Minnesota statutes requires that 
workmen’s compensation insurance also 
be carried in licensed insurance com- 
panies. 

To those contemplating purchasing un- 
authorized insurance the Commissioner 


made the following suggestions: | 
(1) Apply in writing to the Commissioner for 


an application and bond form. Only the owner 
of the property to be insured or the one desiring 
to protect his own interests may make applica- 
tion for a license to buy unauthorized insurance. 
The application for the license and the bond 
must either pre-date or coincide with the issue 
date of the insurance policy. 

(2) Complete and sign the application in ink 
and state the class of coverage desired. 

(3) Furnish a bond in the amount of 2% of 
the estimated total premiums, subject to a 
minimum bond of $200. 

(4) Send to the Insurance Department a check 
in the amount of $10 payable to the State 
Treasurer. The Commissioner of Insurance will 
then issue the applicant a one-year license. 

(5) At the end of the license year tax 
statements will be sent to the licensee at which 
time the 2% gross premium tax is due and 
payable. A check made payable to the Minnesota 
State Treasurer should accompany the tax re- 
turn. Every person licensed to procure insur- 
ance in an unlicensed foreign company who 
fails to file the required affidavit and statement 
or who willfully makes a false affidavit or state- 
ment shall forfeit his license and be guilty, for 


Regulation 40 In Effect 


(Continued from Page 17) 


fied in Plan II of subsection 5 of Section 162; 
and 

3. The contract and certificates issued there- 
under provide in appropriate language that, so 
long as the conversion privilege or privileges 
specified in Condition 2 above are in effect, no 
further statutory conversion privilege is avail- 
able under the Contract. 





the first offense, of a misdemeanor and for each 
subsequent offense, of a gross misdeameanor. 

The procedures outlined above were 
never intended to be used to take ad- 
vantage of any possible rate variation 
which might exist between a licensed and 
unlicensed insurance company. This sec- 
tion of the law according to Commis- 
sioner Magnusson should be used only if 
the desired insurance coverage is not 
available from any licensed insurance 
carrier. 

In closing the Commissioner reiterated 
once again his warning to agents. He 
said; “If a licensed agent should aid in 
soliciting or making insurance contracts 
with unlicensed companies or should ac- 


We're 
on the job 


almost before 


you 

hang up 
the 

phone! 


OREGON AGENTS MAKE STAND 
Merrill C. Hagan, president of Oregon 
Association of Insurance Agents, de- 
clared last week in Portland that his 
organization opposes efforts to make 
auto insurance compulsory in Oregon. 
He said further “auto insurance would 
further saddle taxpayers with the bill for 
a costly state bureaucracy charged with 
administering an unworkable plan.” 





cept commissions from them, he will place 
in jeopardy his privilege to serve as an 
insurance agent in the State of Minne- 
sota.” 





Grimes Succeeds Lawsing 


For Springfield-Monarch 


Springfield-Monarch Companies have 
promoted Thomas C. Grimes to regional 
casualty underwriting manager, President 
Frank S. Vanderbrouk has announced. 

A graduate of Trinity College, where 
he majored in economics, Mr. Grimes 
after 12 years in the casualty underwrit- 
ing field joined the companies in 1959 as 
superintendent of casualty underwriting. 

He succeeds James F. Lawsing, who 
recently was named a new product man- 
ager in the companies’ newly organized 
new product section. 


Our more than 50 offices are staffed with men who are not only quick, but 
experienced, knowledgeable and fully-trained, too. And best of all, they’re 
ready to help you with all your insurance problems. Our speedy service and 
fast claims settlement are just two reasons why we say: We write 27 different 
kinds of insurance, but we have only one policy —satisfaction! Please try us. 


AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CO. 


Administrative Offices: 100 Broadway, New York 5, New York ‘ 
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Albert C. Adams, retired general agent 
for John Hancock in Philadelphia and 
former president of NALU, has accepted 
appointment to serve out the unexpired 
portion of the late A. J. Halloran’s term 
as NALU trustee. 

Mr. Adams will serve in his trustee 
post until elections for the board are 


L. JEROME PHILP, Managing Editor 
W. L. Crapp, Associate Editor 
Oxiver J. Jones, Associate Editor 





Business Division 
EvizaBeTH V. McGinty, Assistant Manager 


W. L. Crapp, Vice President-Advertising 


held during the 1961 NALU annual con- 
venton in Denver, September 24-29. 
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Martin Tessler and Robert H. Blanke 





Subscription price in the United States and possessions, $7.50 a year. Canadian subscrip- 
tions, $9 a year. Foreign countries $10.50 a year. Single copies 30c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds 


of St. Louis have formed the new insur- 
ance agency of Blanke-Tessler & Asso- 
ciates, with offices at 6500 Delmar Blvd. 
This results from the merger of M. Tess- 
ler & Associates with the Insurance 
Agency of America, both of St. Louis. 


Office and place of business 93-99 Nassau St., New York 38, N. Y. WOrth 2-4868 ae aa 





ACTION INEVITABLE ON 
REPLACEMENTS AND TWISTING 


Fieldmen, home office executives and 
Insurance Commissioners, are becoming 
increasingly more aware of the evils of 
policy replacements and twisting. For 
some time all segments of the industry 
knew this undesirable evil existed, but 
not until recently has anything concrete 
een done to protect the policyholder 
from raiding by twisters 

The most recent industry leader to add 
impetus to the growing force favoring 
action on this problem is Donald C 
Slichter, president of Northwestern Mu- 
tual Life. In an address before the 8lst 
Association of 

Mutual last 


week, Mr. Slichter said that although the 


annual meeting of the 


Agents of Northwestern 


problem is a difficult one, “reasonable 
control may result if the agent is re- 
quired to submit a written prospectus to 
his client, to his home office, and to the 
company whose insurance is programmed 
for replacement.” 

The suggestions by Mr. Slichter un- 
loubtedly would help to restrain these 
practices. Other top executives and field- 
men have also submitted to various 
groups sound principles for ethical guid- 
ance. It is true, that if adopted, these 


recommendations would be an important 





factor in curl evil, but the big 
question is who has the authority to 
adopt these or any other specific pro- 
cedures. It is obvious that from the in- 
creasing acceleration of this desecration 
some authoritative supervision is needed. 
Agents are fully cognizant of their ob- 
ligations to their clients, yet this prac- 
tice is growing, which would eliminate 
the institution of an honor system. Some 
of the companies are moving in the right 
direction—existence of the problem has 
been acknowledged, codes and company 
policies are being adopted and recom- 
tions are constantly forthcoming 
from the top echelon of the industry 
This process may continue and broaden 
to the point where deceleration is size- 
ib 


le and progressive, and this it must do 
if the elimination or cutting down of this 
undesirable practice is expected. 

An insurance agent should never be 
unmindful of the serious obligation he 


owes to his clients. It would be a mis- 
fortune if the current high public ac- 


ceptance of a dedicated profession were 


Rex Linkous, general agent for Mu- 
tual and United of Omaha at Indian- 
apolis, was elected president of the 
Great Lakes General Agents’ Association 
of the companies at their annual meet- 
ing. He succeeds H. F. Swisher, general 
agent for the companies at Columbus, 
Ohio. Mr. Linkous has been with the 
companies since 1948. 


Norman Barasch of the Walter Kaye sil acd Wes 
Agency, Eastern Life of New York, has 
igreed to be group chairman of life in- 
sirance agents in the 1961 Greater New 
York Fund appeal. Shortly after his 
acceptance, Mr. Barasch announced the 
formation of a committee whose mem- 
bers will work with him in personally 

liciting about 210 agents. The members 

the committee are: Marvin Barasch, 
James P. Carr, Sidney Dickerman, Irving 
S. Graiser, Alvin K. Greenfield, Lou 
Med ll, Norman K. Rosen, Otto M. Sher- 
man, Marvin Wagman. The Fund’s goal 
is $11,000,000 this year. Nearly four 
million persons are helped annually 
through its 425 participating medical, 
health and welfare agencies. 


irdized or in any manner blemished 


f selfish practices by some who 
her actions prove themselves un- 
worthy of public trust. 


Louis R. Menagh, president, The Pru- 
dential, received an honorary degree of 
Doctor of Laws from Bryant College, 
Providence. Among the seven citizens 
honored at the college’s 98th commence- 
ment exercises on July 28, in addition 
to Mr. Menagh, was Abraham A. Ribicoff 
U.S. Secretary of Health, Education and 
Welfare. 





2 * * 


Robert F. Merz, general agent at 
Spokane, Wash., for Manhattan Life, 
has been elected president of the Spokane 
Serra Club. The Serra Club is an or- 
ganization of Catholic laymen devoted 
to the promotion of religious vocations. 


Calvin Coolidge Memorial Foundation 





Vermont Development Department 


Left to right, seated: John Coolidge, Gov. F. Ray Keyser, Jr., Deane C. Davis. 
Standing: Sen. John H. Boylan, Lieut. Gov. Ralph A. Foote and George H. dition, 


As president of the Calvin Coolidge Memorial Foundation Deane C. Davis, 
president, National Life of Vermont, has seen a favored project take a step forward. 
He was in on the recent signing of an appropriation bill by Vermont’s Governor 
F. Ray Keyser, Jr. Also at the ceremony were John Coolidge of Plymouth, Vt., son 
of the late resident; State Senator John H. Boylan, chairman, State Senate 
appropriations committee; Lieut. Gov. Ralph A. Foote, who gave strong support 
to the bill in the Vermont legislature, and State Treasurer George H. Amidon, 
Foundation treasurer. The Foundation’s aims include a $1,000,000 librarv-museum 
at the Coolidge homestead at Plymouth to preserve state papers, other documents 
and memorabilia of Mr. Coolidge and his times. 
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CELIA LAMBERT 


Celia Lambert, editor of The Atlantic 
Log, house organ of The Atlantic Com- 
panies, has been elected president of 
House Magazine Institute, the profes- 
sional association of industrial editors 
and communications experts in metro- 
politan New York. During the past year 
Miss Lambert served as vice president 
and program chairman. 


* 2 * 


Samuel B. Moody, Mutual Of New 
York producer, has just published a book 
on his experience as a prisoner of the 
Japanese in World War II. A former 
Army Air Corps master sergeant, Mr. 
Moody spent three and a half years in 
Japanese prison camps and was the 
only American enlisted man to testify 
at the war crimes trials of Tojo and 
other top Japanese militarists. The book, 
“Reprieve From Hell,” covers Mr. Moody’s 
ordeal as a prisoner and his testimony 
at the war crimes trials. It is published 
by Pageant Press, Inc., New York. The 
book was co-authored by Maury Allen, 
a free lance writer and former newspaper 
reporter. 

om 26 


P. Raymond Nielson, disaster control 
coordinator for Mutual of Omaha and 
United of Omaha, was one of the featured 
speakers at the recent regional conference 
for industry defense and mobilization held 
in Omaha. Mr. Nielson, one of the devel- 
opers of the companies’ disaster control 
program, is a member of the Omaha- 
Douglas County Civil Defense Organiza- 
tion and has participated in the OCDM 
Staff College Course in industry defense 
and mobilization. 

* * x 


Charles G. Bentzin, a Phoenix consult- 
ing actuary, has been re-elected president 
of the Arizona Actuarial Club. William 
K. Robinson, actuary of First National 
Life, Phoenix, has been re-elected sec- 
retary-treasurer. The club, whose mem- 
bers are prominent actuaries from 
throughout the state, functions to provide 
an exchange of information on actuarial 
theory and practice. 

x * # 


Arthur C. Hoagland, Occiden‘al Life 
of California assistant secretary and 
manager of special billings, is observing 
his 30th anniversary with the company 
this month. A graduate of University of 
Kansas, he joined Occidental as manager 
of the firm’s Kansas City branch office. 
In 1947 he was named manager of Occi- 
dental’s special billings department and 
in 1952 was elected an officer of the 
company. 
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FAST FROM FARMERS 


“It was my first accident—and no one's fault, really 
i had awerved to avoid hitting a dog on the highway 
and ran into a telephone pole. Now I was in trouble. 
1 didn't have Farmers Auto Insurance at the time, 
but 1 do new. The reason is Farmers service. 

You really do get fast service from Farmers. 


and the man asked if he could hetp. I told him that 


quickly aa possible. He said that he was a Farmers 





insurance company would want. Then he 
drove me to my destination. 


FRIENDLY ‘ctr sc: 


“He told me that Farmers insures more trucks than 
any other company, and maintains a fleet of cars 
like hos to patrol the nation’s highways. They check 
truek speeds, reroute trucks in unsafe areas 

and generally make driving safer for sll of us. He 
was s0 friendly and so very helpful that 1 
switched to Farmers. And, you know, my rates 
are lower with Farmers, too!” 


Far 


YOU SAVE MONEY WITH FARMERS! 


covers you il, bay tn America today! 


etek pepe PHIM » Motwenay Crvee ence tas oF San 





“ About five minutes after my accident a car stopped 


I'm a county nurse and hed to get to the next town as 


He got all the inf he knew my 


ers Auto Insurance 











Advertising that Helps Agents Sell 


“Two years ago we started an institutional 
advertising campaign in national magazines, in 
which LOOK has played a prominent part. Our 
advertising followed a definite pattern, now fa- 
miliar to millions of car owners. A series of dra- 
matic examples tells the story of Farmers’ Fast, 
Fair, Friendly Service. This theme has not only 
become accepted by the public as descriptive of 
Farmers; it has created a company image that is 
uniquely Farmers.” 


These words were said by Robert Early, First 
Vice-President in Charge of Production, Farmers 
Insurance Group. Mr. Early’s statement helps to 
pinpoint the marketing support that Farmers is able 
to provide for its agents through a consumer adver- 
tising program. 


A Basic Concept Maintained 


The goals of Farmers Insurance Group have been 
maintained with integrity since the inception of the 
group. To quote Mr. Early again: “Our marketing 
philosophy has not basically changed since the 
founding of the First Exchange in the Farmers In- 
surance Group. All our plans since 1928 have 
evolved from two principles: to build our service to 
the highest degree of efficiency, and to furnish the 
public with the broadest coverage at the lowest cost 
possible consistent with sound business principle. 


This philosophy pervades all companies in the 
Farmers Insurance Group.” 

Today, there are five companies in the Group. 
Through these five companies, Farmers’ agency 
force can supply complete coverage protection for 
the family, home, automobile, trucks, cargo or busi- 
ness—casualty, fire, inland marine, surety and life 
insurance. 


A Helping Hand to the Agent 


The Farmers Insurance Group operates under the 
agency system. Each agent is an independent busi- 
nessman, holding a contract with the group, agree- 
ing to represent the group exclusively and to be 
guided by its company principles and policy. 
Farmers backs up its agents strongly and in many 
ways. Through its “advertising-aid” program to dis- 
trict managers and agents, local tie-ins have been 
made to the basic organization theme through radio, 
television and newspaper advertising. Company 
material supplied to the agency force also features 
the “Fast, Fair, Friendly” theme. 


Regional Advertising Opens New Doors 


With the advent of regional editions of national 
magazines, in which LOOK Magazine played a pio- 
neering role, Farmers Insurance Group made its 
first attempt to reach an influential audience, 
throughout its operating territory. Farmers’ ads 
appear in The Saturday Evening Post, Reader’s 
Digest, Life, True, Sunset and Improvement Era as 


well as in LOOK. Agents have been enthusiastic, 
commenting frequently on the importance of this 
prestige in its advertising program. 


Merchandising Plays an Important Part 


Merchandising heavily supports the magazine 
advertising. Counter cards, intriguing mailings and 
more permanent reminders are used throughout the 
year to reinforce Farmers’ image. Agents are urged 
to carry at least one of the magazines with them on 
their calls to use as a sales tool. 

“During 1961,” says Mr. Early, “we are continuing 
our campaign in the same national media as hereto- 
fore. LOOK Magazine again plays a prominent part 
in our advertising.” 


AOOK 


The exciting story of people ... what they 
do, what they feel, what they want, what 
they think ... an ever-changing story told 
with warmth, understanding and wonder, 





Reaching into 18,460,000 households with a single issue 
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Back of Your Independence Stands 
The PENN MUTUAL 


























MERITED... 
and HONORED 


The CLU emblem is a familiar sight in Penn 
Mutual offices everywhere. We take justi- 
fiable pride in this fact, because the initials 
“CLU” designate those underwriters whose 
expert knowledge, proven ability and dedica- 
tion have earned for them this highest 
professional recognition. We commend Penn 
Mutual’s many CLU members for their 
initiative and foresight. 


pate THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 



























































